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SELL MORE TWINE WITH 


— 


TWINE SSORTMENTS 


« +1N GENERAL ASSORTMENT 


This all purpose assortment gives you a real 6 Balls Jute Garden Twine 
6 Balls Polished India Twine 
3 Balls Red Gift Cord 
and in minimum space. You stock and dis- 3 Balls Green Gift Cord 
aw a wi avtety a Fae 15 Balls Cabled Household & Kite Twine 
play a wide variety ...the easy way. Each 15 Balls Parcel Post Twine 
(Balls are 10¢ sellers) 







Twine Department with minimum inventory 


#1N assortment contains: 


#25 BIG BALL ASSORTMENT B 








This is NEW, this ie DIFFERENT . . AN 
ASSORTMENT OF BIG BALLS that’s a BIG 


sales item. The twine is a good buy, balls are 


The King Cotton Big Ball Twine 
Assortment #25 contains: 

10 Balls 300’ Parcel Post Twine 

6 Balls 500’ Cable Kite Twine 


almost 3 times the usual footage. The display 
self shipper is printed in eye-catching blue and 


yellow on white it’s sure to stop the impulse 1 Balls 500 4 Ply Household Twine 
buyer. The balanced assortment gives you excel 1 Balls 160’ 2 Ply Jute Twine 
lent variety with very little inventory. 3 Balls 175’ #18 India Twine 
This is the way to stock and SELL ball twine . $ Balls 150° #24 India Twine 


3 Balls 60° 44% India Twine 
3 Balls 150’ #15 Mason Twine 
(Balls are 25¢ sellers) 


the customer is often prompted to buy more than 
one ball, more than one type 


@ #100 JUTE & INDIA ASSORTMENT 


This assortment gives the customer a Display Box Self Shipper is printed in 
chance to choose India or Jute, heavy or blue and yellow on white and makes a 
light. The display often prompts the cus- very attractive floor or counter display. 
tomer to buy several balls of different , 

sizes. This assortment also enables you to Each #100 assortment contains the follow- 


carry a wide variety without heavy inven. '™€ popular sizes and types: 
tory of individual types. 25 Balls #60 Polished India 
.w P s 9 ~ > ® u . 
The uses for twine of this type are innu- <? Balls +18 Polished India 
merable. In the home, store, office, farm 25 Balls #36 Polished India 


and factory — wherever a strong, economi- 25 Balls 3-ply Jute 
cal twine is needed. (Balls are 20¢ sellers) 
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THE KING COTTON LINE 





® Sash Cord @ Chalk Line 
® Clothesline ® Cotton Rope 
— Mon JOHN H. GRAHAM & CO., INC. 


® Mason's Line @ NYLON Cord 







105 DUANE STREET * NEW YORK 8&8, N. Y. 
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with lockset functions for every tiner residential and 
light commercial building requirement. 


Dealers and jobbers can now supply KWIKSET “600” line 
models in every lockset function. Entry sets, passage sets, bedroom, 
bath and patio sets—with push or turn button, single or dual 
locking action ... for homes, apartments, hotels and offices. 


Sculptured for elegance and engineered for permanence, 
the new KWIKSET “600” line assures lasting beauty, 
security and unconditionally guaranteed service. 


socasers® COO 
: LINE 


ew finer lock fer finer buildings 


KWIKGSGET SALES AND SERVICE COMPANY + Anaheim, Califtornia 

















Loggers are now harvesting the 1955 crop of Engelmann 
Spruce in the mountains of the Inland Empire. Logs are 
coming into our mills by truck and rail to be manufac- 
tured into QUALITIZED lumber that will be shipped 
to all parts of the nation. There's a grade of “Packy’s” 
QUALITIZED Engelmann Spruce for every purpose. 
QUALITIZED means just that—for Pack River pioneered 
logging of fine, high-altitude Engelmann Spruce, devel- 
oped scientific kiln-drying and manufacturing methods. 


ORDER ENGHLMANN PACK 


BE SURE TO SPECIFY “wy 
“PACKY’S” QUALI- TREE FARM 


TIZED ENGELMANN 





“Packy” sez: ‘Remember 
we've changed our name 
from Pack River Sales Co. 
to Pack River Tree Farm 
Products ... but the ad- 
dress, phone and tele- © 


type are the same. 
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Since 1873 a Pioneer in Practical 


SEPTEMBER 19, 1955 


Merchandising for Building Material Dealers 


FEATURES 


Idea-A-Minute 
Suagestions to build sales and qoodwill range from 
a pilot house on main street to a mystery photo contest. 


The Great Specifier 
It's the retail lumber dealer who has the last word on 
brand and arade specifications 


Fork Lift Truck Saves $5.000 Annually 
Illinois retailer says it has eliminated overtime and 
demurrage, reduced yard crew and improved morale. 


Sian-Makina Made Easy 
With a kit of letHer 


numerals and mounting card 
hoard, anyone 


in make attractive signs. 


Offers Prefabricated Granaries for Farmers 
Blueprints and snecification sheets for portable wooden 
aranaries are available from Idaho firm. 


Inventorv Storaae on a Sidewall Fixture 
Flexihility of storaae fixtures is a must for changing 
conditions in today's onerations. 

Employes Heln Settle Management Problems 
Connectici't firm imnroves efficiency of operations by 
reqular emplove-management meetings. 

Smartly Desianed Showroom Boosts Sales 
Clinton, lowa dealer realized 80° increase in sales in 
iust four mont time 


Dealer Pointer< 
Indiana dealer puts tools on perforated hardboard: 
Alabama firm builds qoodwill with courtesy trailer 


Packaaina Heln< Sell Small Items 
Salt | ake City retailer baas screws and nails in plastic 
envelopes stapled to 4x4 cards. 


Ready-Mix Concrete Springboard to Biaaer Sales 


California dealer cays denartment nets 25°. and more 
than pays for itself with tie-in sales. 
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Recommend Marlite 
+ ae beautiful rooms like this! 


Make the most of 
Marlite —the 
profitable paneling 


for every interior 


Now available in Planks, Blocks, and large Panels — Marlite is designed 


for every residential interior from recreation rooms to attic rooms. 


Upstairs, downstairs — in bedrooms, living rooms, dinettes, 

kitchens, baths — Marlite is the melamine plastic-finished paneling truly 
“at home” in every room. New “Companion Colors” styled by Raymond 
Loewy Associates, distinctive wood and marble patterns 

(all in semi-lustre finish) plus beautiful deluxe Hi-Gloss colors give 

you new sales opportunities in both residential and commercial building 


and remodeling 


MARSH WALL PRODUCTS, INC., Dept. 941, Dover, Ohio 


Bey ® Marlite Plank and Block Patent Applied For 
M ot ri at € Plastic-finished wall and ceiling paneling 


made uith Genuine Masonite® Tempered Duolux® 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


Expect record Exposition attendance. 


Superior quality of the clinics, displays and demonstrations augers for a 
record-smashing dealer attendance at the NRLDA Exposition in Cleveland, October 
11-14. Dealers we have talked to seem especially impressed with extent and 
depth of the program being offered. Manufacturers have indicated their own sSup- 
port of the Exposition by buying up every available display space. 








More floods possible. 


On the heels of the devastating northeastern floods, government weather ex- 
perts point out more bad storms may be due in the east. The experts say the 


path of hurricanes has apparently changed to the northward; the unlovely sea 
ladies | may smash into the coast anywhere from the Carolinas to New England. 


Government speeds flood loans. 


The government eliminated miles of red tape to speed rehabilitation loans 
for homeowners and businessmen in the disaster areas. The Small Business Ad- 
ministration can make loans for businesses or homes destroyed in the floods. 
Loans up to $20,000, at 3% interest, are available without Washington approval. 
The Housing and Home Finance Agency has $100 million it can lend either directly 
or in participation with banks. The FHA has dropped down payment figures and 
extended mortgage terms for victims of the flood. Farmers can get help from the 
Farmers Home Administration. 








Predicts bigger construction boom in 1956. 


Despite the government's current application of credit brakes, the construc- 
tion boom will go even higher in 1956 than during 1955, Miles L. Colean, con- 
struction economist, predicts in Architectural Forum. He says construction ex- 
penditures in 1956 will soar to $44.1 billion, a 6% gain over the $41.8 billion 
anticipated by the Commerce and Labor departments for this year. 








Bigger residential dollar volume. 
Private residential construction will increase about 2%, Colean estimates, 


although the number of new housing starts probably will show a slight decline. 
In this category, the higher spending will come from a shift to larger houses and 


Slightly higher building costs, he explains. 
Amazing future demand seen. 


A recent report by the United States Chamber of Commerce states: By 1965, 
the population probably will rise to more than 190 million or beyond. Also, the 
number of nonfarm households may exceed 51 million. This growth, if the stand- 
ard of living advances as it has in past years, will produce a market that could 


absorb a volume of goods and services in 1965 as much as 40%-50% greater than is 
produced today. 














Manufacturers spend 2.8% on advertising. 


A Producers' Council advertising and sales promotion cost study indicates 
that manufacturers of building materials snend an average of 2.8% of sales on ad- 
vertising and sales promotion. The manu’acturers expenditures range from a low 
of % of 1% to 74%. By comparison, building materials retailers snend an average 
of .7% on advertising. 


Families dissatisfied with housing. 


A 1955 Federal Reserve Board survey of consumer finances shows one out of 
three families are dissatisfied with their present housing. Most frequent com- 
plaints are insufficient space and unfavorable location. Four out of ten of the 


young marrieds without children plan to huv or huild a house within two years. 


The study found that about 6% of the present homeowners are in the market for a 
new house. 








(continued on next page) 
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ON THE SCENE STAFF REPORT 





Five Lumberyards Destroyed, 36 
Damaged in New England’s Flash Floods 


Although travel and communi- 
cations difficulties made complete 
investigations impossible, an 
American Lumberman editor on 
the scene of the smashing flash 
floods in New England compiled 
this partial list of damage to the 
retail lumber industry: 

Five retail lumberyards were 
wiped off the map. 

Eleven yards suffered 
damage. 

Twenty yards were damaged to 
lesser degrees. 


terrific 


The fact that more than 30 yards 
in western Connecticut and west- 
ern Massachusetts alone suffered 
flood losses is a revealing indica- 
tion of the extent of the havoc 
visited on parts of eight states by 
the cloudbursts bred by the hurri- 
cane Diane. 


Incomplete Disaster Statistics 

Here are the _ still-incomplete 
statistics on the August 18 disas- 
ter: 200 dead; scores still missing; 
$2 billion in property damage; 
404,000 families homeless; 75,000 
persons jobless; 702 houses de- 
molished; 14,269 houses damaged. 

Because of lumberyards’ loca- 
tions along rivers and in the low 
sections of communities, many 
bore the brunt of the rampaging 
waters. Lumber, unbanded and 
stored outside, was especially vul 
nerable to the rising water. Crews 
of scores of dealers spent days 
following the flood trying to re- 
trieve lumber that floated away. 

Although there were reports of 
numerous offers of aid in the form 
of trucks, men and inventories 
from yards that escaped damage, 
most dealers who were hurt by the 
flood were exhibiting characteris 
tic independence in getting their 
yards back to normal. Even deal- 
ers who suffered major damage 
were making sacrificial efforts to 
help citizens of their towns rebuild 
and repair. 


Stories of Hardship 


There were dozens of reports 
of yards that experienced almost 
unbelievable hardship. For ex- 
ample, Henry C. Fitter, secretary, 
Valley Lumbermen’s Association, 
Springfield, Mass., said the Mar- 
coullier Brothers Lumber Co., 
Westfield, Mass., was inundated 
with three to ten feet of water. 

The Marcoullier offices were 
buried with three feet of water 


8 


and mud. The mill building 
which was recently rebuilt because 
of an $85,000 fire earlier this year 

was flooded with four feet of 
water. The company’s entire in- 
ventory was watersoaked. 

Al Riiska, manager of the Two- 
Way Lumber Co., New Boston, 
Mass., reported that the rampant 
Farmington river smashed through 
his yard carrying away all the 
lumber stocks and a safe contain- 
ing $1,800. Riiska returned to his 
home to find that the flood also had 
smashed the foundation from be- 
neath his home. 


Dealers Offer Help 


Fitter also observed that the 
Walsh Lumber Co., Holyoke, Mass., 
was flooded to a depth ranging 
from seven to nine feet. 

“The splendid spirit of coopera- 
tion shown by member yards not 
affected by the floods is one that 
will be long remembered,” said Fit- 
ter. “In contacting yards, we 
found them all eager to help the 
other fellow in distress with 
trucks, men and other resources. 
One member yard offered to dis- 
patch four trucks and men to our 
Westfield yards, at no expense, to 
help with their rehabilitation 
problems. Our hats off to these 
dealers.” 

William P. Beach, assistant sec- 
retary, Lampson Lumber Co., Inc., 
New Haven, Conn., and secretary 
of the Lumber Dealers Association 
of Connecticut, told the American 
Lumberman: 

“We sent out a letter to all yards 
in the disaster areas offering them 
aid if they need it and calling on 
dealers not hurt by the flood to 
help the others. We received many 
calls from dealers who offered 
their trucks, men and stocks, but, 
so far, we have received no calls 
for help. I believe this points up 
the fact that the dealers are tak- 
ing even disastrous circumstances 
in stride and striving to rebuild 
under their own power.” 


Pennsylvania Situation 


Charles Graff, assistant secre- 
tary-treasurer, Middle Atlantic 
Lumbermen’s Association, Phila- 
delphia, Penna., said: 

“We have learned that the offices 
of the General Supply Co. at Eas- 
ton, Penna., were badly flooded, 
but the workers managed to save 
their records and machines. The 
Lehigh river went through here 


and made one hell of a mess. Also, 
we are quite sure that dealers in 
Stroudsburg and East Strouds- 
burg, Penna., suffered heavy losses 
because the rivers go right through 
several yards. We know that deal- 
ers in local areas are coming to 
the aid of their brothers in distress 
by sending over trucks and mate- 
rials.” 

Here is a partial list of lumber- 
yards that suffered damage. 


Lumberyards Destroyed 


Naugatuck (Conn.) Lumber Co. 
Miner Lumber Co., Inc., Collinsville, 
Conn. 
Brass City Lumber Co., Inc., Water- 
bury, Conn. 
Eagle Building Supply Co., Water- 
bury, Conn. 
Marcy Lumber Co., Inc., Palmer, 
Mass. 
Heavily Damaged Yards 
Ansonia (Conn.) Lumber Co., Inc., 
terrific damage, buried under four feet 
of mud. 
United Lumber & Supply Co., Derby, 
Conn., extremely heavy damage. 
Farmington Grain & Lumber Co., 
Unionville, Conn., heavily damaged. 
Sanford & Hawley, Inc., Unionville, 
Conn., hit hard. 
F. S. Bidwell Co., Inc., Windsor 
Locks, Conn., terrific damage. 
John C. Iffland Lumber Co., Tor- 
rington, Conn., heavy damage. 
Merrick Lumber Co., Holyoke, Mass., 
stocks covered with mud, one shed 
down. 
Marcoullier Bros. Lumber Co., West- 
field, Mass. (see text). 
Fitzgerald Building Supply, Inc., 
Westfield, Mass., terrific damage. 
J. Belanger Associates, Three Riv- 
ers, Mass., heavy damage. 
Oleksak Lumber Co., Westfield, 
Mass., terrific damage. 
Other Damaged Conn. Yards 
Housatonic Lumber Co., Derby, 
Conn. 
J. E. Smith & Co., Waterbury, Conn. 
West Hartford (Conn.) Lumber Co. 
Lawton-Miner Co., Inc., Unionville, 
Conn. 
Parsons Lumber & Hardware Co., 
Unionville, Conn. 
J. C. Burwell, Inc., Winsted, Conn. 
Carnell Co., Winsted, Conn. 
Tiffany & Pickett Co., Inc., Winsted, 
Conn. 
Windsor Locks (Conn.) Lumber Co. 
Hotchkiss Bros. Co., Torrington, 
Conn. 
Thompsonville (Conn.) Lumber Co. 
Other Damaged Mass. Yards 
J. G. Roy Lumber Co., Chicopee, 
Mass. 
Walsh Lumber Co., Holyoke, Mass. 
Valentine Lumber & Supply Co., 
Springfield, Mass. 
Doane & Williams, Inc., Chicopee, 
Mass. 
Riley Lumber Co., Bloomfield, Mass. 
Yards Damaged in Penna. 
General Supply Co., Easton, Penna. 
R. F. Kistler, Inc., Stroudsburg, 
Penna. 
R. C. Cramer Lumber Co., East 
Stroudsburg, Penna. 
East Stroudsburg (Penna.) Lumber 
Co., Inc. 
(continued on page 12) 
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When one man drops 


If you are a member of a partnership or closely held corpo- 
ration, some serious decisions are asking for your attention 
right now! If one of the owners of your business should sud- 
denly die, and you or your associates want to buy his share, 
do you know now where the money would come from? 

Or, look at it another way... if anything should happen 
to you, you certainly would like to be sure that the interest 
in your business you leave to your family will have a good 
market value. And that your associates will have money on 
hand to purchase it at that fair value. Are you sure this 
money will be available? 

Chance makes a very poor business partner... the time 
to draw up a sound “buy and sell” agreement among you 
and your associates is now. You can fund that agreement, 
as thousands of other far-sighted businesses have done, by 
business life insurance with Connecticut Mutual. In this 
way, you provide for the continuity of the business and you 
provide a fund that can be used in emergencies. Later on it 














Out of your picture... 


can be used to provide pensions for those who live to retire- 
ment age. 

Connecticut Mutual will work with you to set up a busi- 
ness life insurance program that’s the best one for your par- 
ticular company. In business for more than a hundred years, 
Connecticut Mutual has established a special department for 
business life insurance, and trained hundreds of its repre- 
sentatives in this special field. 





FOR PROPRIETORS, TOO 
Special plans are also available for proprictorships. These 
can provide: 
1. Income for a proprietor’s family 
2. Retirement income for the proprietor 


3. Sound methods for transferring the business to 
valued employees 


Check coupon for special booklet — no cost or obligation. 











The Connecticut Mutual 


Ava 


v 


¢ LIFE INSURANCE COMPANY : HARTFORD 


ae THE COMPANY OF BUSINESS LIFE INSURANCE SPECIALISTS 


vatuasie FREE sooxters 


One set of problems is faced by partnerships, 
another by closely held corporations. You may 
have, without the slightest cost or obligation, a 
booklet that fits your situation. These booklets 
deal not only with using life insurance to fund 
buy-and-sell agreements but also with various 
business, legal, accounting and tax problems 
involved in situations like yours, and give exam- 
ples of how these have been solved. Ask your 
secretary to write for one of them today — or 
simply complete the coupon. 
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CONNECTICUT MUTUAL LIFE INSURANCE COMPANY 
Department AL-5, Hartford, Connecticut 


Please send me, without cost or obligation, your booklet for the purpose 
checked below. 


(C Partnerships (0 Close Corporations C Propristorships 





(please print) 
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Street 





City 








PLYWOOD SHEATHING 


now produced by 








= I Ae a, 
ery yi, ha 3 U fe TO aia 


Willamette Valley 
LUMBER COMPANY 


Plywood sheathing, the material of many uses, will be pro- 
duced in Willamette Valley's new mill, pictured here. 








This modern plywood sheathing plant is adjacent to the 
Dallas sawmill of the Willamette Valley Lumber Company 
and will produce over 5 million feet per month. Sheathing 
or finished panels will be available in straight or mixed cars. 


The new plant marks another forward step in Willamette * ; 

’ . . » 
Valley's program to supply the finest quality — and widest as “of /DEPAY 
variety — of timber products to retail dealers throughout Z % , QUALITY’ 


the nation. 


Include PLYWOOD in your next order 


and be sure it comes from WILLAMETTE VALLEY LUMBER COMPANY 
DALLAS, OREGON 
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WILLAMETTE VALLEY 


YWO OD SHEATHING 


is available in mixed cars along with 


ITEM 


these standard items: 


SIZES 


HEM- 
FIR LOCK 





Flooring, plain end 


Flooring, 
end-matched 


Flooring, factory 
end-matched 


Pattern siding, 
plain end 


Pattern siding, 
end-matched 


Bevel siding 
Ceiling 
Dimension 


Finish 
Finish 


Stepping 


Board and 
Shiplap, green 


Boards and 
Shiplap, dry 


Fir Gutter 
Timbers 


Mouldings 


Factory flooring 


1x3, 1x4, 1x6, 5/ 4x4 
C&Btr and D, FG and VG 


1x3, 1x4, 18" to 8’, bundied 
4’ to 8’. C&Btr and D, 
FG and VG 


2x6 T&G, V-Joint 1S 


1x6 (105, 106, 116) 
1x8 (105, 116 & V Rustic), 
C&Btr & D 


1x6 (106) C&Bir & D 


Voxn6, Yox8, YaxB, %x10, 
VG Hi-Hemlock, C&Btr & D 


x4, 1x4, 1x6, C&Btr & D, 
also ECBIS & ECB2S 


2x4 through 2x10, green 
and KD 


1x2 through 1x12, also 
5/4x4 through 5/4x10, 
2x4, 2x6, 2x8 


1x2 through 1x12 C&Btr & 
D, 5/4x4 through 5/4x10 
D&Btr, 2x4 through 2x8 
D&Btr S45 


VG SISNIE 5/4x10 & 12 
C&Btr & D (approx. 60% 
3/9’) 

All standard sizes No, 1&2 
Com, & No. 3 Com. 


Hi-Hemlock 1x6, 8, 10 in 
No. 1&2 Com. & No. 3 Com, 


3x4, 4x5, 4x6, 8/40, avg 
22 feet. 


Up to 24x24, lengths up to 
40’ (to 50’ as timber is 
available) 


Wide range of patterns in 
casing, base, door jambs 


2x6 T&G, lengths E.M, 4 to 
12 feet 








Sanded plywood panels produced by other mills 


are available in mixed cars with above. 


(Top) Sheathing panels cover large areas fast and 
easily, speed the job and provide twice the strength 


and rigidity of other sheathing materials, 


(Center) Durable panels in sub floors provide a 
smooth, level surface protected from drafts. 


(Bottom) Solid panels for roof decking provide better 


nailing surfaces for roofing materials and allow 
shingles to be more rapidly nailed. 


(For more data on advertised products fill in the coupon on page 86) 





Got a problem in your yard? 

Or perhaps not a problem but a 
seat-of-the-pants desire to improve 
the overall operations of the en- 
tire yard. 

The dealer in either of these 
two positions will find that a trip 
to the National Retail Lumber 
Dealers exposition at Cleveland, 
October 11-14, is just the tonic 
needed, 

Time away from the yard and the 
expense of travel seems well justi- 
fied when the program planned is 
critically examined. If there is 
any key subject overlooked the 
NRLDA exposition committee has 
cheerfully offered to buy Cadillacs 
for the whole crowd. 

Seriously though the schedule 
of clinies, the many exhibits by 
manufacturers, will offer some- 
thing new and different every day. 
Each clinic subject will be han- 
dled by experienced dealers or es- 
tablished specialists from related 
fields. The clinics have been 
planned to give dealers valuable 
information on the newest trends 
in building materials retailing. 
And both small, medium and large 
dealers have been considered in 
making up the clinic programs. 


Clinic Program 


The dealer clinics will offer 42 
hours of authentic management 
know-how, presenting people who 
really know their business. The 
subjects of the clinics are: cost 


cutting methods for handling 
materials, developing the farm 
market, construction component 


techniques, correlating advertis 


ing to sales, modern store layout 


Cn ine 





CLEVELAND’S municipal auditorium will be setting for the second annual 
building products exposition sponsored by the National Retail Lumber Dealers 
Association 


and display and mortgage money 
and consumer credit. 

The fee for attending any or all 
of the clinics at any time and for 
visiting manufacturer product dis- 
plays as often as desired, is only 
$15 per dealer. 


Cleveland Joins In 


NRLDA and the city of Cleve- 
land have teamed up to stage dem- 
onstrations of neighborhood im- 
provement and modernization dur- 
ing the exposition. A dozen of the 
nation’s most widely read con- 
sumer magazines will work with 
Cleveland architects and civic 
leaders to carry out the improve- 
ment demonstrations. One feature 
of the modernization will be the 
painting of a whole block of homes 


to illustrate the way color styling 
and freshness can glamorize an 
older neighborhood. This project 
will give dealers all the details re- 
quired to put on a similar promo- 
tion in their own communities. 


One whole evening will be devoted 
to theater parties at Cleveland’s 
theaters where professional casts 
are presenting well-known stage 
hits. 


The exposition will open official- 
ly at 1 p.m., Tuesday, October 11, 
following a nation-wide telecast 
of NBC’s famous “Home” program, 
featuring Arlene Francis, which 
will tell the public from coast-to- 
coast about the neighborhood im- 
provement program sponsored by 
NRLDA and the city of Cleveland. 





NAME OF CLINIC 


Cost of Cutting Method 
of Handling Material 


Store Layout and 
Display 

Mortgage Money and 
Consumer Credit 

( rreiatir q Advert ng 


Cc, | 
to  9ales 


(_onstruct Ce mponent 


Techn que 


Devel ping the Farm 
Market 





Schedule of Clinics at the Exposition 


Same Program Each Day 


TUESDAY WEDNESDAY 
Oct. 11 Oct. 12 
AM AM 
PM PM 
AM AM 
PM PM 
PM PM 
PM PM 
AM AM 
AM AM 


THURSDAY FRIDAY 
Oct. 13 Oct. 14 
AM AM 
PM PM 


Wiill Be Repeated Thursday - 
and Friday If Necessary 


PM PM 
AM a 


AM | 
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| looking for a silicon brouze wood screw? 





phillips or slotted 2 flat or nound 7 


IN WIDEST RANGE AND SIZES? 


They're in stock at Southern. DO YOU 


Ali made to Federal Specifications 


FF-S-1114. receive our stock list regularly? 
have a copy of our new catalogue? 
Also in steel, brass, aluminum, stainless use our helpful free technical manual? 


steel and all popular plated finishes. 
Let us know your needs. For information 


Shipment from stock! and free samples write: Box 1360-L. 


WOOD SCREWS + STOVE BOLTS 
MACHINE SCREWS + A & B TAPPING SCREWS 
* ROLL THREAD CARRIAGE BOLTS 
In Bulk Only: Hanger Bolts ¢ Dowel Screws 


SCREW COMPANY 


! STATESVILLE © NORTH CAROLINA 


Sold Through Leading Wholesale Distributors 





WAREHOUSES: NEW YORK CHICAGO DALLAS LOS ANGELES 
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fy’ America’s Most Complete Line for | 


4) -WEATHER-SNUG HOMES | 






G 












‘D 


paises WEATHER STRIP 


Sets for windows 


Handy to buy, coon to use. Here in one attractive pack- : 


































This complete package unit means oge is a plete M-D Numetol Weather Strip 30” for @ 

easier handling for you . . . easier single window. Available for ali standard 28 , _ 

FOR installation for your customers, M-D and 36” double hung windows. M-D packaged el save 
selling time...cut handling costs...moke inventory easy. 






DOORS Numetal door sets cre available with 
regular door bottoms or with threshold 
and exposed hook. 









MD On-GARD 
WEATHER STRIP 


This stainless steel o 
bronze coil weother strip 
is packed two woys — six 
18 ff. rolis in free displey 
carton, or in 100 ft. individ- 
val cortons. 


DOOR BOTTOMS 


Made of extra thick wool 
felt and heavy gouge stoin- 
less steel, brass or alum- 
inum., Stondard lengths— 
20”, 30", 32”, 36", 42” 
ond 48"—packaged \% dor. 
same length to carton, 
Special lengths ovoilable. 














~~ 





































BUILDERS 
nd dependability always 
Sold by hardware, lumber 
ly dealers throughout the 









DEALERS 
Order Today! Your order shipped sam 
ived! All M-D products are fast 
nationally advertised. 


For highest quality o 
specify M-D products. 
and building *¥PP 


e day it 
sellers, 


country! is rece 





poreraneaes 


eee 




























WEATHER STRIP 


Easiest in the world to put on 


This easy-to-put-on weather strip makes 
friends as it makes you profits. Works 
perfectly on windows, storm sash or doors. 
Made of wool felt and white metal. Each 
individual carton contains one 18 ft. roll 
with nails and instructions. Packed 12 car- 
tons in display case. 


Au GARD 


Automatic 


DOOR BOTTOM 


Here's the perfect automatic door bottom and draft 
eliminator for ALL doors. Completely solves old 
problem of clearing rug or floor every time door 
opens. Easily installed on right or left hand door. 
Smartly designed with silvery-satin finish — will not 
rust or tarnish. Furnished in standard lengths— 
28”, 32”, 36", 42” and 48", Packed in individual 
cartons, 


3 Ma (ALK 


CALKING COMPOUND 





World's best calking 
compound available in 
loads, with or without 
nozzie...hand 
squeeze tubes... or 
Ye pt., pt., qt. and gal. 
cons. Also 5-gal. and 
55-gal. drums—gun or 
knife grade. 






















UP avto- 


matically to 
clear carpet 
easily when 
door opens. 


GLAZING COMPOUND 


You can recommend 
this glazing com- 
pound with com- 
plete confidence 
that it always "stays 
put.” Packed in 4 
pt., pt. and qt. 
cons, 25 Ib., 50 Ib., 
100 \b., and 880 
Ib, drums, 


OKLAHOMA 





This free, colorful dis- 
ploy cose tokes very 
little counter space 
; but does 
big job of selling. 































GLAZING 


Compound 









Leaders in the Building Specialty Field for 35 years! 

























snugly against 
floor to seal 
ovt drafts 
when door 
closes. 


) Nu-Phalt 
1 4 PLASTIC 
ASPHALT CEMENT 


Ideal for sticking . 
down asphalt shin- / 
gies and general q 

repair work on >» 

roots and flashings. 

Comes in handy 











loads, with or with Mi Pras 
le; 2%, Ib. 

oan 10 ib. cans; 50 PHA 

ib. pails ond 550 Ib. mani 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 





All Space Sold for the Exposition 


With the National Retail Lum 
ber Dealers exposition nearly a 
month away all exhibit space has 
been sold for the Cleveland show, 
October 11-14. 

Nearly 200 manufacturers of 
lumber, building materials, spe 
cialties, materials handling and 
office equipment will be showing 
their latest products to dealers 
from every corner of the United 
States. 

Predictions for retailer attend- 
ance have continued to grow as 
interest in the exposition has 
mounted. It is now estimated that 


from 6,000 to 8,000 dealers will be 
on hand when the exposition opens. 

As a convenience to dealers vis- 
iting the exposition American 
Lumberman is presenting a com- 
plete list of exhibitors with their 
respective booth numbers. The list 
follows: 


A 


Acacia Lumber Company, 275 
Acme Equipment, Inc., 238 
Acme Steel Company, 522 


Adjusta-Post Manufacturing Company, The, 
237 


Barrett Division, Allied Chemical & Dye Cor- 


poration, 221 





CONSTANT SUPERVISION 
MAKES 


( TawaT 


A DEPENDABLE 
SOURCE OF 
WELL MANUFACTURED, 
SEASONED AND GRADED 
LUMBER AND 
LUMBER PRODUCTS 








One of the best informed men in the lumber industry 
supervises production quality for TW&J. Strict 
adherence to grade and moisture content is assured 
by rigid inspection and certified graders. 


TARTER, WEBSTER & JOHNSON 
ARE MANUFACTURERS AND DISTRIBUTORS OF 


© ° Sugar and Ponderosa Pine Shop and Selects 
© °© €©Suger and Ponderosa Pine Boards 

°° Douglas and White Fir Shop and Selects 

© Douglas and White Fir Dimension and Boards. 
© °©§6©Incense Cedar Boards 

&” Redwood Siding and Finish 

°° Ponderosa Pine and Fir Mouldings 

Pine Sash and Panel Doors 


BALANCED SERVICE 


Balanced Service includes the procurement and 
distribution of all West Coast lumber products. 
Buying offices in producing areas give the trade 
a complete one-call service. 


Tanrer.Weastrer & Jounson, Ine. 


y P.O. Box 
SCO 4, CALIF Wa) -Siele Gie). maw Tal. 
P HOward 4 ¢ 





Allis-Chalmers Mfg. Co., Buda Division, 535 

Alsynite Company of America, 258 

Alumatic Corp. of America, 542A 

Aluminum Products Company, 3168 

American Bleached Shellac Mfg. Assn. Inc., 
The, 2248 

AMERICAN BUILDER, 239A 

American Cabinet Hardware Corp., 305 

American District Telegraph Company, 248 

The American Floor Surfacing Machine Com- 
pany, 277 

AMERICAN LUMBERMAN & Building Prod- 
ucts Merchandiser, 373 

American Sisalkraft Corporation, 561 

Andersen Corporation, 330 

Angier Corporation, 246 

Appalachian Hardwood Manufacturers, Inc., 


Armstrong Cork Company, 312 
Arrow Fastener Co., Inc., 316A 


Baker-Raulang Co., The, 528, 537 

Baldwin-Hill Company, 448 

Ballymore Company, The, 410 

Bartlett Trailer Corporation, 516 

BETTER HOMES & GARDENS— 
SUCCESSFUL FARMING, 444 

B & G Sales Company, 534A 

Bird & Son, Inc., 302 

Bolta Products—Div. Gen. Tire & Rubber 
Co., 228 

E. L. Bruce Co., 217 

BUILDING SUPPLY NEWS — PRACTICAL 
BUILDER, 226A 


c 


Canton Containers, Inc., 235 

Philip Carey Mfg. Company, The, 215 

Carr, Adams & Collier Company, 364 

Celotex Corporation, The, 372 

Certain-teed Products Corporation, 335 

Chevrolet, Div. of General Motors Corpora- 
tion, 557 

Chicago & Riverdale Lumber Company, 333 

Clark Equipment Company, 607, 609, 611 

Clarke Sanding Machine Company, 118 

R. G. Coffman Co., Inc., The, 2498 

Concrete Transport Mixer Company, 613, 
615, 617, 619 

Congoleum-Nairn Inc., 374 

Consoweld Corporation, 236 

Curtis Companies, Inc., 323 


Davis Plywood Corporation, The, 306 
Detroit Steel Products Company, 304 
DeWalt, Inc., 412 

Douglas Fir Plywood Association, 231 
Dulaney Plywood Corporation, 306 
Durall Products Company, 251 


Easi-Bild Pattern Company, 3718 
Etling Window, 361 

Evon Industries Inc., 418B 
EZ-Way Sales, Inc., 314 


F 
Farley & Loetscher Mfg. Company, 354 
Flintkote Company, The, 355 
Formica Company, The, 207 
L. F. Garlinghouse Co., Inc., The, 242 


G 


General Extrusions, Inc., 569 
Georgia-Pacific Plywood Co., 303 
Gerrard Steel Strapping Division— 
U. S. Steel Corporation, 551 
Glidden Company, The, 357 
Joseph Guillozet Company, 280A 


(continued on page 18) 
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Keep your 


builders’ 
hardware 


CLIMBING 


with the 


Russwil 
“ALL-STAR” LINE 


Check these important advantages now 
and see for yourself why more and 
more top-rung retailers turn to Russwin 
“All-Star” Builders’ Hardware for 
volume sales . . . maximum profits! 


COMPLETE LINE The complete Russwin 
“All-Star” Line enables you to meet 

90% of builders’ hardware needs with a 
minimum inventory. You can fill every 
order with one big-name brand .. . 
simplify your ordering, bookkeeping 
and stock control. 

QUALITY CONSTRUCTION From the 
simplest door stop to the finest lock for 
custom-built residences, Russwin 
“All-Star” products reflect the finest in 
craftsmanship and material. 

EASY INSTALLATION Every “All-Star” 
item is designed for fast, easy installation. 
No complicated fittings or tools required. 
POPULAR PRICE RANGE Two distinct 
choices of locks within the big “All-Star” 
Line enable you to meet every customer's 
budget requirements. 

POWERFUL PROMOTION Continuous 
publication advertising plus modern, 
eye-catching displays and packaging 
constantly work to swing more sales 
your way. 

These and other “plus” advantages keep 
your builders’ hardware sales headed 
for the top when you sell the Russwin 
“All-Star” Line. Ask your jobber for 
details. Russell & Erwin Division, 

The American Hardware Corporation, 
New Britain, Conn. 


SINCE 1839 


Russ 


DISTINCTIVE HARG 


SUILDING Propucts MERCHANDISER 


“STILEMANOR" 
— AND SAVORES 


m iOcK 

residentia 
commer 
installed 
cast b 





for all poy 
"HOMEGARD" 


STANDARD DUTY 


rre 


RESIDENTIAL 


LOCKS AND LATCHES 


Attract 
Locks ar 
feature 

priced tit 
wrought 








\de ee \ 


(= a 115) re 


Homegard 


f 


PRESSURE-CAST ALUMINUM 
TRIM, HARDWARE For 


4s SCREEN-STORM DOOR: 


Year ‘round best 


creen door 
in wrought 
r bronze 


." MISCELLANEOUS SHELF HARD- 


WARE — Popular assortment 
includes house numbers, 
pps box plates, floor 
nge bar and flush sash 
chain door 
fasteners, etc 


6G nicht Latcues - 

A wide assortment 
Sturdy latches 
feature exclusive 
ball bearing pin 

tumbler cylinders 
pric ed for 
every pocketbook 


(For more data on advertised products fill in the coupon on page 86) 








Hachmeister, Inc., 542 


Hanna Paint Manufacturing Company, The, 


226 


Hardwood Corporation of America, 360 


Edward Hines Lumber Company, 358 


Holcomb & Hoke Manufacturing Company, 


524 


Hydra Products Inc., 533 
Hyster Comanpy, 512, 52! 


Independent Nail and Packing Company, 450 


Industrial Packaging, 359-368 


Industrial Wholesale Lumber Company, 331 


Inland Steel Products Company, 228A 


Insulite Division, Minnesota & Ontario Paper 


Co., 356 


Johns-Manville Sales Corporation, 115 

















Jj 








INTERIOR 


———— 





Newene 





ia iT 

















——— ) 
SUBFLOORS 








Kaiser Aluminum & Chemical Sales, Inc., 414 
Keasbey & Mattison Company, 375A 
Kelleher Company, 275A 

Kennatrack Corporation Inc., 114 

Kinkead Industries Incorporated, 224A 


L 


Lehon Company, The, 420 
Libbey-Owens-Ford Glass Company, 204 
LIFE Magazine, 206 

LIVING FOR YOUNG HOMEMAKERS, 10! 
Local Trademarks, Inc., 239 

Logan Clay Products Company, The, 352 
Logan-Long Company, The, 276 
Long-Bell Lumber Company, 365 
Ludman Corporation, 118A 

Lumber Mutuals, The, 366 

Lumite Div., Chicopee Mills, Inc., 3758 


CALL 


ETNA 


FOR 
FIR PLYWOOD 


GREATEST SELECTION 
AVAILABLE ANYWHERE 


AETNA’S complete line of Douglas fir 
plywood is unrivaled for quality, quan- 
tity and variety. It includes the products 
of the nation’s outstanding mills, giving 
you the benefit of the greatest selection 
available anywhere. 


You don’t have to tie up your capital in 
heavy inventories to be ossured of a diver- 
sified and a steady supply. Make AETNA’S 
warehouse your stock room. . . to keep 
your customers supplied with top quality 
Douglas fir plywood . . . utility fir plywood, 
interior or exterior, sheathing, Plyform, 
specialty products . . . for building, indus- 
trial and the “do-it-yourself” markets. 


AETNA’S 24-hour delivery service gives 
you what you want, when you want it. . . 
a few panels or a truck load, in odd lots 
or scheduled deliveries. Call AETNA for 
the best in Douglas fir plywood. 


Write for complete stock list of 
fir plywood products 








AETNA PLYWOOD & VENEER CO. 
1732 N. Elston Avenue ® Chicago 272, Illinois 
ARmitage 6-7100 


BRANCH WAREHOUSES: 
Detroit, Grand Rapids, Indianapolis, Peoria, Rockford 


MILWAUKEE PLYWOOD CO., Milwaukee 4 


Branch: Wavuseu 
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Macklanburg-Duncan Co., 370 

Magnesium Company of America, 544 

Malte Manufacturing Company, The, 35! 

Marsh Wall Products, Inc., 203 

Masonite Company, 205 

Miller Brothers Co., Inc., 440 

Michigan State College, 119 

Minnesota Paints Inc., 254 

Modernaire Corporation, 271 

Moe Light Division, Thomas Industries, Inc., 
272 f 

Monsanto Chemical Company, 102 ; 

Morgan Company, 336, 338 

Multiplex Display Fixture Co., 107A 


National Gypsum Company, 250 
National Oak Flooring Mfrs. Assn., 327 
National Plan Service, Inc., 210 

New Castle Products, Inc., 253 

N.S.W. Company, The, 234 

Nutone, Inc., 103 


° 


Olivetti Corporation of America, 311 
Olympic Stained Products Company, 531 
Orangeburg Manufacturing Co., Inc., 252 


P 


Pack River Sales Company, 324 

The Pana House, Inc., 418A 
Panel-Master Co., The, 563 
PARENTS’ MAGAZINE, 105 

Perma Products Company, The, 248A 
Plyco Corporation, The, 567 
Ponderosa Pine Woodwork, 222 
POPULAR SCIENCE MONTHLY, 121 
Prendergast Company, The, 362 
Pryne-Rittenhouse Sales Corp., 565 


Ready Hung Door Corp., 314 

Reynolds Metals Company, 209, 21! 

Richmond Screw Anchor Co., Inc., 260 

Rilco Laminated Products, Inc., 446 

Rock Island Millwork Company, 623 

Rockwell Manufacturing Co., Delta Power 
Div., 621 

R-O-W Distributors, 308 

R-O-W Sales Company, 337 

The Ruberoid Co., 605 

F. C. Russell Co., The, 329 


Ss 


Sargent & Company, 232 
F. E. Schumacher Company, The, 249A 
Sherman Products, Inc., 555 
Sherwin-Williams Co., The, 321 
Shiloh Metal Products, 307 
Signode Steel Strapping Company, 532 
The Silcrest Company, 206 
SMALL HOMES GUIDE, 274 
Southern Pine Association, 233 
Starline, Incorporated, 525 
Steel Door Corporation, 240 
Steel Strapping Division of 
The Stanley Works 
Stanley Hardware Division of | 
The Stanley Works ( 552, 556 
Stanley Tools 
Stanley Electric Tools } 
Stocker Manufacturing Co., 41 
Storm Windows of Aluminum Inc., 219 
St. Regis Sales Co., 306 


T 
Tassell Hardware Company, 278 
Taylor Made Garage Doors, Inc., 534 
(Continued on page 85) 





Mr. Phillips speeds delivery and cuts handling cost of Alcoa Aluminum Farm Roofing with modern materials-handling equipment. 














Florida Lumber Dealer Says: 


“FAST TURNOVER OF ALCOA 


ALUMINUM ROOFING 
BRINGS ADDED PROFITS” 


*‘Alcoa® Aluminum Farm Roofing is a fast mover,”’ says lumber dealer M. O. 
Phillips, Jr., of Phillips Industries, Inc., Orlando, Florida. “It’s a profitable 
item to handle.”’ 

One of the reasons it turns over fast is that farmers in Phillips’ territory 
are convinced of its heat reflectivity. 

“T can show a farmer that Alcoa Aluminum Roofing will give more comfort 
to his farm animals, therefore bring him greater production and increased 
profit,”’ says Phillips. 

Take a tip from Alcoa dealer Phillips, and sell your customers on the ability 
of this roofing to reflect the sun’s heat. Tell your customers about how strong 
Alcoa Aluminum Roofing is. Explain how the special new Alcoa alloy gives 
years more service because of increased corrosion resistance. Show them how 
easy it is to put up because of its light weight. 

Right now is the best time to start selling Alcoa Aluminum Roofing because 
Alcoa is conducting a gigantic advertising campaign to bring farmers into 
dealers’ stores. Write today for full details and location 
of nearby Alcoa Aluminum Farm Roofing 
Jobbers. Aluminum Company of 
America, 2217-W Alcoa Bldg., 

Pittsburgh 19, Pa. 


FING AND 
ROO 16 OE OF 


ALCOA g. — 
ALUMINUM 


SIDING 


nue 
aw 


Your Guide to Aluminum Valve 


BUILDING PropucTs MERCHANDISER 





Let us put these displays in your store! Free 
displays, signs, charts, literature to help each 
and every Alcoa Aluminum Roofing dealer 


make more soles. 


PIVEN ALUUETY 


Alcoa Aluminum farm Roofing comes in com- 
plete range of sizes including new 48” sheet. 
Properly nailed, it will stay on in 100-mile- 
per-hour hurricane winds. (Write for free 
technical publication, Aluminum Farm Roofing 
Resists the Wind.) You need stock only a 
small selection of Alcoa Aluminum Roofing 
Your nearby jobber carries the rest, avai- 
able to you on overnight delivery. 
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CONTROLLED 
DISTRIBUTION 


Reasons 








| ‘ } Dealerships 
¢ are 


— 


Sim Profitable 


gcount on All Items 


Every Sale 
(ytters 





1. Full Di 


2. Full Profit on 


3. Protection from Price 


MALL 


r 
Dealer ge g 


facturer, bad 
e Controlled 


Here are More Reasons Why 
Your Profits Will Grow with A 
MALL Dealership 


@ MALL TOOLS are tailored to the job 
MALL Dealers can supply every customer 
with the exact tool he needs 

@ MALL is the quality line that gives quality 
performance and quality performance 
means repeat business from satisfied 
customers 

@ MALL TOOLS are nationally advertised— 
the name MALL is recognized everywhere 

@ MALL Dealers are backed by outstanding 
factory service. MALL maintains service 
warehouses from coast to coast 

Phone or write our Chicago office or the MALL 
service warehouse nearest you. Learn how you 
can make profits with a MALL Dealership. 
pte oo 


MALLTOOL CO. Gotciine = thectrc «A 
7734 $. Chicago Ave., Chicago 19, Illinois i 


i Gentlemen: How can I become an author 
ised MALL Dealer? 


| Name 
| Company 
! Address 


DT. 


ae 








ADEA -A-MINUTE 








Cash for your Ideas! 


Got any good ideas that are work- 
ing for you — something that you 
thought up yourself? If so, why not 
mail them in to ua? The address 
is American Lumberman, 189 North 
Clark Street, Chicago 2, Ill. We'll 
pay you $3 for each item used. They 
can be as long as a column or as 
short as a paragraph. The ones used 
on this page will give you an idea. 


The Editors 


” * ” 


Farm Photo Contest 


A mystery farm photo contest, 
which we run in the local weekly 
newspaper, brings us as many as 
100 telephone calls per week. 

An independent company takes 
aerial farm pictures, which they 
sell as a package service to our local 
newspaper. We, in turn, buy the 
advertising package from the paper. 
As part of our regular ad, we run 
a different farm photograph each 
week. Readers are asked to call our 
number or come in person if they 
think they can identify the farm 
in the picture. 

Prizes go to the first 10 people 
to identify the farm. The first per- 
son to call with the right answer 
gets a $3 knife sharpener. Second, 
third and fourth place winners get 
newspaper subscriptions and the 
other six get free passes to the 
movie theatres. The owner of the 
farm that is pictured gets an 11”x 
14” print of the aerial photo. Victor 
E.. Cammozzi, general manager, Vol- 
co Builders Supply, Inc., Jerome, 
Idaho. 


4 * * 


Creative Engineering 


One of our branch managers de- 
veloped an engineered plywood 
granary. Several local sales led us 
to install a model granary in our 
other yards. A very satisfactory 
and profitable volume resulted.— 
F. W. Robson, assistant general 
manager, The Monarch Lumber Co., 
Ltd., Winnipeg, Manitoba, Canada. 


+ * * 


Seismograph Stakes 


Oil prospectors in our country, 
using modern methods, require spe- 
cial stakes for seismograph testing. 
We developed a profitable and steady 
sales item out of shorts, obsolete 
moldings and odds-and-ends.—Har- 
ry Sawtell, president, Yellowstone 
Lumber Co., Miles City, Mont. 


Free Shop Instruction 


In connection with our advertis- 
ing for how-to-do-it customers, we 
offered to open our millwork shop 
one night a week during the winter 
for homeowners’ use. We paid the 
local high school manual training 
teacher an hourly rate to come out 
and give friendly, informal instruc- 
tion to homeowners. The instruc- 
tion night drew nice crowds and 
helped sales considerably.—Forrest 
Zirkle, manager, Van Petten Lum- 
ber Co., Pendleton, Ore. 


+ * * 


Merry-Go-Round 


Everybody knows kids love to ride 
a merry-go-round, so we had one 
set up for our two-day home show 
this year. We rented it from a 
local carnival outfit for $25 an hour 
or $250 minimum. In two days, we 
gave out 3,500 tickets for rides. It 
gave the kids something to do while 
their parents shopped our store. 
We're convinced that the good will 
more than paid our cost.—Bob Ros- 
enthal, Rosenthal’s, Crystal Lake, 
ul. 


+ * + 


Price Changes 


Each of our salesmen has his own 
copy of our price book. For a long 
time we had trouble having new 
price changes made in each man’s 
book. Now, we give the price change 
to one man and he is charged with 
the responsibility of seeing that the 
change is made in each book. Our 
salesmen take turns in this respon- 
sibility —Albert Stephen, manager, 
Peter Lumber Co., Philadelphia, 
Penna. 

* * * 


Main Street Model 


To get squared away on the Lu- 
Re-Co program, we decided to build 
our pilot house on Main Street as a 
model home. We not only sold sev- 
eral Lu-Re-Co houses as a result, 
but made a nice profit on the sale 
of the pilot house.—Bruce Safely, 
Monarch Lumber Co., Great Falls, 
Mont. 


* * * 


Nailing Down a Sale 


The den mother of one of the local 
Cub Scout groups asked me to talk 
to the boys about “Nails and How to 
Use Them.” Six months after I 
made the talk, this same woman 
and her husband bought a new home 
from us, a non-competitive sale. 
Roy Simperman, Interstate Lumber 
Co., Butte, Mont. 
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7 Add to your profit— 
sell quiet and beauty 
in one ceiling material 


Double-purpose Cushiontone offers 
you trade-up opportunity—more 


profit than ordinary ceiling tile 


Do-it-yourself customers make good prospects for noise-quieting 
Cushiontone. Eager to improve their homes, they quickly recog- 
nize the new comfort of sound conditioning that this genuine acous- 
tical tile offers. Tell them that Cushiontone can quiet the clatter in 
the average kitchen for only $25—racket of the average game room 

fi just how 


for as low as $50. Your Armstrong wholesaler can te 
profitable extra Cushiontone business can be for you. 





_ 
One easy application provides a fin- Cover cracked plaster rapidly and 
ished ceiling with Cushiontone. The economically with Cushiontone. 
new T & G joint on Cushiontone as- Point out that Cushiontone can't 
sures a professional-looking installa- crack, and once the prepainted tile is 
tion, saves time and labor for home installed, no further painting or fin- 
mechanics and builders, ishing is needed. 


Smart ceiling style makes Cushiontone an ideal 
remodeling material. And women are willing to 
pay a little more just for the fresh new beauty of 
the exclusive Full Random design 


See the Cushiontone exhibit at Armstrong Booth No, 312, 
NRLDA Exposition, Cleveland, Ohio, Oct, 11 - 14, 





Armstrong 


Nationally advertised in leading magazines CEILINGS 


every month, Cushiontone is the only acoustical 
tile your customers know. For promotional ma- 


terial like the display shown above, see your Cushiontone® © Temick® Tile 
Armstrong wholesaler or write Armstrong Cork 
Company, 4209 Rieker Avenue, Lancaster, Pa, .. » to quiet and beautify homes 
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* 
AIM for better do-it-yourself packages with 


Acme Steel Strapping Ideas 


Like every Acme 

Idea Man, Al Boerner, 
Kansas City, 
constantly keeps his 
customers abreast of 
new strapping ideas 





ask your 
“Acme Idea Man 
to help solve your 
problems 





By offering fine hardwoods and plywoods in steel strapped packages, 
the Frank Paxton Lumber Co., Kansas City, is enjoying new found profit. 
(Idea 463). The steel strapped fibreboard boxes hold odd lengths 

and widths of “refined lumber” . . . pieces that ordinarily are hard 

to package and handle. But with Pax-Pak, different varieties of lumber 
for home woodworking projects are easily packed and strapped. 


The container protects fine woods, simplifies stock keeping, makes 
storage easy. When on display, Pax-Pak sell on impulse to the 
do-it-yourself enthusiast. 


Your Acme Idea Man is prepared to offer you many profitable 
steel strapping ideas. Without obligation he will recommend a profitable 
strapping method for you. Consult your local telephone directory 
for his number. Or for further information write to Dept. YA-95. 


ACME STEEL PRODUCTS DIVISION 


ACME STEEL COMPANY 


2840 ARCHER AVENUE, CHICAGO 8B, ILLINOIS « ACME STEEL CO. OF CANADA, LTD., TORONTO 


ACME 
STEEL 
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Most Modern Design! 
Most Modern Power! 


Get both in new Chevrolet Task-Force trucks. Modern 
styling that actually works for you! Modern power in 
the shortest stroke V8’s* in any leading truck! 


Styling that’s designed to make money for you—It’s a fact. 
The ultra-modern, Powermatic design of a new 
Chevrolet Task-Force truck calls attention to 
your business, favorably impresses customers 
and prospective customers! That’s why on looks 
alone a Task-Force truck can make money for 
you. And it’s functional styling. Panoramic 
windshield, new High-Level ventilation, con- 
cealed Safety Steps—these are styling features 
that double in brass to make the driver’s job 
less of a chore. With safety and comfort 
increased, efficiency goes up. Tight schedules 


are easier to maintain and you keep the profits 
coming 1n on time. 


V8 power—unmatched for efficiency!— Chevrolet brings 
you the industry’s most advanced short-stroke 
V8 engines! The compact, super-efficient design 
of these great V8’s reduces friction and wear 

. . delivers a higher output per pound of engine 
weight. You save on upkeep and operating 
costs! And with a modern 12-volt electrical 
system, you get double the voltage for quicker 
starting plus a greater reserve of electrical 
power. With two power-packed V8’s and five gas- 
saving 6’s—it’s the greatest engine choice in 
Chevrolet truck history! See your Chevrolet 
dealer for details. . . . Chevrolet Division of 
General Motors, Detroit 2, Michigan. 


*V8 standard in the new L.C.F.. models, an extra-cost option in 
all others except Forward-Control models, 


NEW CHEVROLET 
meer Jask-Force trucks 
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better protection — more all-around economy 
for materials stored outside with VISQUEEN film 


No other material safeguards lumber 
and building supplies from all-weather 
damage, dirt, at such low cost, as tough, 
waterproof VISQUEEN film. That’s why 
alert yard operators are palletizing bulk 
materials for easy handling and pro- 
tecting them with this superior film. 
Check these six ways to save time 
and money: 


Se 


REDUCES HANDLING COSTS be- 
cause materials are stored in easy- 
to-get-to places. 


. SIMPLIFIES INVENTORY CONTROL 


because you can see what’s under 
the cover. 


. UTILIZES inexpensive outdoor stor- 


age space. No need for sheds. 


. KEEPS MATERIALS CLEAN AND 


DRY — more saleable. 


. REDUCES LABOR COSTS because 


protecting with easy-to-handle 
VISQUEEN film takes less time. Help 
is released for other jobs. 


. INEXPENSIVE VISQUEEN FILM can 


be used again and again because it 
is strong and durable. 


Bulk units, covered with VISQUEEN film, 
are unloaded easier and quicker—arrive dry 
and clean. 


Builders, too, tell about the dollar 
saving uses and other plus ad- 
vantages of VISQUEEN film. It 
protects pipe, finished millwork, 
sacked concrete—any material 
subject to water damage. 

For information about VISQUEEN 
and names of distributors serving 
your area, clip coupon, attach to 
your letterhead and mail. 


important! V/SQUEEN film is all poly- 
ethylene, but not all polyethylene is 
VISQUEEN. Only VISQUEEN has the 
benefit of research and resources of 
The VISKING Corporation. 


VISQUEEN film protects finished millwork, lumber, fixtures, roofing materials, 


plaster board 


Ys Queen vn. 


THE VISKING CORPORATION, Box AM 9-1410 
Plastics Division, Terre Haute 
World's largest producers of polyethylene sheeting and tubing 


in Canada: VISKING Limited + Lindsay, Ontario 
In England: British VISQUEEN Limited + Stevenage 


duct of 


any material subject to weather and dirt damage. 
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QUICK SALES, BIG PROFITS FOR YOU! 


as ; — aut ~ — 
Cupples New low-cost, single-hung | — a Pa oe 





WITH BUILT-IN FIN-TRIM 


Immediate demand is assured because 
Cupples new single-hung aluminum win 
dows answer the growing need for low 
cost windows with high standards of design 


relate Malar tia iaitelil 


Designed by one of the nation’s foremost 
fabricators of commercial and residential 
windows—double-hung, sliding and win- 
dow walls—Cupples new single-hung 
windows cut building costs yet win com 


plete customer satisfaction. 


Dealerships available in a number of 


areas. Write now for details. 


JUST 4 NAILS TO INSTALL 

One carpenter installs it in minutes... snugly, 
permanently. No fitting, no adjusting, no call-backs. 
Fin-trim is built in. Comes completely assembled. 
Installation hardware attached 


QUALITY DESIGN 


Cupples single-hung aluminum windows are stronger, 
more rigid. Silent, finger-tip operation. Weather 
stripped, like the finest Cupples windows, with Schlegel 
Cloth (high pile fabric in metal binder). Dust and draft- 
free. Never bind or stick. Never need painting. 


FOR ANY STYLE OF ARCHITECTURE 


Perfect for new homes, remodeled older homes, light 
commercial buildings. Endorsed by architects and 
builders. 





WIDE SELECTION 

Available in all popular sizes and styles, including 
picture windows. 

SMALL INVENTORY REQUIRED 


Orders filled from our modern factory in minimum time. 


That means a small investment for you. 
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New Stanley Sliding Door Hardware 


Half Inventory ... Double Turnover 


Same Track... Same Hangers... 


SILA 2800 [gown 


SLIDING DOOR HARDWARE 


for 2 or 3 By-Passing Doors 
for 4’, 5’, 6’ or 8’ Openings 


The Stanley 2800 is modern sliding door hard- 
ware packed for selling, buying and using con- 
venience. Now it’s possible for you to stock and 
sell the same fine quality hardware for both %4” 
and 1%” doors. This is accomplished by the 
unique reversible hanger (shown in reverse on 
the inside door of the %4” set at left) and by the 
use of an adjustable floor guide. 








TS 


Ss 


i} 
ZV 
VG 
Uy} 


Other easier-to-sell features of Stanley 2800 include: 


Vertical adjustment without loosening screws 
in door. 

2 Doors lift on or off track without removing 
hangers from door. 
Low headroom needed — only 1%”. 

* Everything in one convenient package — track, 
hangers, guide, screws, clear instructions. 


Adjustable nylon floor guide — only 3 screws 
for easy installation. 


wae 











and that’s 
not all! 


2804 for %” Doors 
2808 for 1%” Doors 


Same hangers, same features as 2800 sets with 


TWO MORE NEW SETS 
built-in header trim as integral part of extruded . a 
aluminum track, Saves labor and expense of sep- with BUILT IN HEADER TRIM 


arate trim, Anodized finish ready for paint, or 
suitable as is. Everything in one package . . . for 


2 or 3 by-passing doors, 4’, 5’, 6’ or 8’ openings. 
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SLIDING DOOR 
HAROWARE 


UNIT A— Order any 24 sets of Stanley WM 2800 or WM 2804 
2800, 2804 or 2808 AND Sliding Door FREE With Unit 8 
Pull Assortment 2970A — Retail Value 
around $200. 
You get FREE Salesmaker DB 2971 
— a handsome 5 ft. floor display that 
stands on only 17” x 17” and shows 
working models of doors demonstrating 
2800, 2804 and 2808 sets. Also shows 7 
sliding door pulls from Assortment 
2970A. 


unit 8— Order any 12 sets of Stanley 
2800, 2804 or 2808 — Retail Value 
around $70. 
You get FREE Salesmaker WM 2800 
or WM 2804 — two counter displays, 
working doors that show 2800 or 2804 
and 2808 sets. 2s seve 
untt c— Order Sliding Door Pull As- Y : 
sortment 2970A or pulls of equal value FREE With Unit C 
— Retail Value $60. 
You get FREE Salesmaker DB 2970 
—a 13%” x 11” counter display showing 
7 popular pulls from Assortment 2970A. 


and Hard-Hitting Advertising 
in 20 National Magazines like these 


and a Complete 
Merchandising Program 


These sales helps are ready for 
you now! 

A fully illustrated 8-page cata- 
log that tells you all you need 
to know to sell Stanley's new 
2800 Series of Sliding Door 
Hardware. 

A smart envelope stuffer for 
your mailings . . . aimed at 
your customer, 

Newspaper mats for your local 
advertising — in 1, 2 and 3 
column sizes. 





Any way you look at it, the new Stanley 2800 Series 


of Sliding Door Hardware means more satisfied cus- 
tomers for you . . . and it’s easy selling, too. Your : A N | FY 
wholesaler has 2800 now. Call him. Write Stanley 
Hardware, 129 Lake St., New Britain, Conn.. for 


sales helps and full details. =a 
The Stanley Works e New Britain, Conn. 


HARDWARE e¢ TOOLS e¢ ELECTRIC TOOLS + STEEL © STEEL STRAPPING 
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woo FREE TO “re Ca -r 
: Ble ster Farm Buildings | 
DEA L t RS os Materials : Practical Plans Better For 


, Mgise Aigaine® 
Kise: Aiomino® 


New farm plan display rack e | i r| 
to boost your roofing sales! 


Dearers all over the country have increased their roofing sales 
by promoting Kaiser Aluminum’s ten farm building plans. Now, 
= TT. you can get an even bigger share of these profits! 
SROWER EZ 
LAYER HOUSE | 8: This new point-of-sale unit, 19” square x 61/2” deep, is offered 
to you free by Kaiser Aluminum. It puts more impact into your 
 —s selling and promotional efforts ... attracts more customers to the 
OADUER & lee » a plans. Thus, it gives you a better opportunity to explain the many 


Laven woUSE Tr | advantages of Kaiser Aluminum roofing over other materials. 






Set up this sturdy, wire-frame rack either on your counter or 
wall. Stiff divider cards with easy-to-see tabs keep your plans in 
order—permit faster customer selection. Information sheets on 
each plan also can be filed behind these index inserts and used for 
free handouts. The display has extra slots for current Kaiser Alu- 
minum roofing publications. 


FARM aia. In addition to the rack, Kaiser Aluminum also provides free: 
one complete set of plans (retail value $7.50), a set of index in- 
serts, and several information sheets on each plan plus a reason- 


able supply of literature to start you off on a powerful promotion 
and sales program. 


BUILDING 
PROGRAM 


Place your order now! The supply of these units is limited, so 
contact your Kaiser Aluminum jobber as soon as possible. Or, for 
complete information, mail the coupon below. 
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Kaiser Aluminum & Chemical Sales, Inc. 

Farm Building Service, 

6956 Kaiser Bidg., Oakland 12, Calif. 

Please send me complete information for obtaining 


a Farm Building Plans Display Rack to help me sell 
more Kaiser Aluminum roofing. 


Kaiser Aluminum 


The quality roofing for better farm buildings 


NAME 
COMPANY NAME 


ADDRESS 


Bip Sit lin AE AE 2 NR TH AEST +— MAIL THIS COUPON TODAY! 
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FOR 
DISTINCTIVE Frost Golden Pine is synonymous 


with uniform high quality in kiln- 

QUALLTY— dried lumber. Over the nation, 
mere : lumber dealers are expanding sales 

a and strengthening their competitive 

IN position featuring Frost Golden Pine. 


- nn ol The kiln-drying facilities at Frost's 
KILN DRIED ' Huttig mill include eight of the latest 


ata type cross-circulation kilns. This mod- 
LUM BER ~~ a | ern equipment places the kiln-drying 
< of lumber under scientific control 
~ and enables Frost to produce lumber 
a seasoned to specified moisture con- 
. tent... with maximum strength .. . 
dimensional stability . . . fine surface 
appearance . . . increased paint- 
ability. Many additional benefits are 
added through careful milling and 
grading, plus careful handling and 
shipping. 
Frost kiln-dried lumber builds sat- 
isfied customers , . . creates new 
business. 


Producers of 


FROST GOLDEN PINE 
FLOORING ® HARDWOODS 


TREATED MATERIALS 
ros OUTDOOR FURNITURE 





A. Sees eee eee eee OLIN MATHIESON CHEMICAL CORPORATION. | 





SHREVEPORT LOUISIANA 
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greater beauty - 
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better view - finer pe 
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BOTH FIXED AND VENTILATING UNITS 
You can do more with Crestline Stacking Awning Units! Units 





OPENS 0° to 90° 
Another Crestline first! Operating 


sash open to a 90° angle 
for full view and ventilation! 





90° 








stack upon each other and side by side. Fixed units can be placed 
on end. Crank-operated sash are completely weatherstripped, 
noiseless in operation and open to a full 90°! Factory-applied 
aluminum screens are easily removed for cleaning windows, but 
never have to be touched for opening. Extra slim mullions help 
beautify “glass walls’’ and broaden vision. You’ll sell more with 
Crestline Stacking Awning Units! 











CONCEALED 
HARDWARE 


No awkward bars or extensions 
mar front view or interfere 
with drapes. Gear-operated 
hardware is hidden when 
window 


is closed. 
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Zag CREST-O-PANE ess 
GLAZING GROUPS, STACKS, RIBBONS 
All units are double at , 4 , . ' 
the factory with Crest-O-Pane A great variety of window layouts are possible with Crestline 
insulating glass. (Single glazing Stacking Awning Units! This flexibility, combined with fine quality 
construction and low cost, is making this unit an outstanding 
4) favorite with home builders and owners. 




















Visit us 


al 
Booth 208 
The 





Lreillnes ffillwork @ * 


none better to build with or to sell 








Cleveland 
Show 


® 
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Removable Window Units + Slideby Window Units - Casement Units - Louver Doors + Flush Doors + Panel and Sash Doors + Aluminum Combination Doors + and others 





See your distributor, or write THE SILCREST COMPANY, Wausau, Wisconsin 
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Credit Jets the Booming Economy . .. HHFA Lets Up 
on the Gas. . . Our Custom Is Now Credit, Not Cash 


As J. A. Livingston, the noted 
eastern economist describes it, this 
reporting, week after week, of new 
highs in business tides is getting 
monotonous and repetitious. But 
that’s the way things are, and cer- 
tainly it’s news. 


* + * 


Individual income from all 
sources in June was $14.5 billion 
above the rate in June of ’54. The 
number of employed, according to 
report, is the record figure, 64,995,- 
000; an increase of 2,800,000 since 
last year. July was the fifth month 
in a row to set new high in employ- 
ment. Construction in July showed 
a gain of 4% over June. Building 
permits in the city of Washington 
were 79% higher in July, ’55, than 
in July, ’54. The price of steel scrap, 
always supposed to be an index not 
only of future steel production but 
also of future prosperity and cur- 
rent business confidence, has ad- 
vanced from $24 to more than $43 
a ton, during the past 12 months. 


7 


Credit is said to be the jet that 
powers this gain. Retail sales in 
July were 8% above those in July, 
54. But note that food stores, 
where sales are mostly cash, gained 
but 2%. Lumber, including other 
building materials, showed a gain 
of 7% in a year. 


ae 


Then what about the warning 
pinch Washington has been apply- 
ing to credit? New York reports 
indicate that the restraining effects 
showed up, if at all, in the stock 
market, with blue-chip holdings tak- 
ing the principal rap. No special 
evidence that investors were hurry- 
ing to unload; but some evidence 
that investment buying may have 
been waiting until the government 
cleared up its intentions. 


S.- Qe 


Administrator Cole, of the 
HHFA, says the moderate curtail- 
ment of FHA and VA home loan 
terms are not intended to cut back 
housing production, but are in line 


BUILDING PropUCTS MERCHANDISER 


with other government measures to 
avoid further stimulation of credit 
buying. It’s hard to see, under the 
circumstances, how the new credit 
terms could check inflationary fac- 
tors without reducing the number 
of houses built. But Cole assures 
the industry that the purpose of 
these limited credit restraints “has 
been to let up on the accelerator 
not to put on the brakes. We be- 
lieve that the housing segment of 
the economy is basically strong and 
healthy, and that there is no gen- 
eral overbuilding of homes. We do 
not intend or expect these measures 
to bring about any significant cut- 
back in the building rate.” 


+ + * 


Furthermore, Cole pointed out, 
“There are some hundreds of thou- 
sands” of units in applications to 
and under commitment by FHA and 
VA that will not be subject to the 
new limitations. “Even months 
hence,” he added, “‘we do not believe 
these precautionary measures will 
result in any significant reduction 
of home-building, since market de- 
mand appears to be still ample and 
strong.” 


+ + * 


There’s a story in this town that 
the White House decision to tighten 
credits was made upon the advice 
of Arthur F. Burns, chairman of 
the Council of Economic Advisers, 
and Gabriel Hauge, the President’s 
administrative assistant. The Pres- 
ident usually follows the economic 
recommendations of these two men. 


+ + 


However, there’s a growing feel- 
ing that it’s a mistake to judge 
current consumer credit habits by 
standards that prevailed before the 
war. Here’s a generation that looks 
upon monthly payments as a settled, 
normal feature of life; and in the 
opinions of many bankers and fi- 
nance company officials these young 
people manage their credit obliga- 
tions as carefully and as scrupulous- 
ly as their fathers and mothers 
handled cash budgets. One proof is 
the consistent way in which these 
borrowers pay their obligations, 


Note how items in the credit 
budget have been substituted for 
items in the older cash budget. 
Father and mother budgeted a sum 
each month for the rent. Son and 
daughter-in-law budget a sum with 
equal care to make the monthly pay- 
ment on the home mortgage. The 
older people paid the laundress and 
the hired girl. The youngsters make 
payments on the household appli- 
ances that take the place of those 
helpers; the helpers that now are 
seldom available. Chances are the 
young people are getting more in- 
come than their elders got at the 
same age. 


FF 


Delinquencies are lower than they 
were a year ago. Less than ten mil- 
lion families are now on a strictly 
cash basis; and more than half the 
nation’s families have no install- 
ment debts but are carrying home 
mortgages. A CJ.T. Financial Cor- 
poration official says people now pay 
off their debts as fast as new debts 
are made, 


. 2 = 


“Mass production without mass 
sales,” says the president of Stand- 
ard Factors Corp., “would be impos- 
sible; and mass sales without mass 
credits would be a similar improba- 
bility.” But, while Americans are 
doing a fine job handling their 
debts, the Administration doesn’t 
want credit terms made so easy 
that these people will be tempted to 
get too far into debt and thus build 
a top-heavy credit structure. The 
fear isn’t for the present but for 
the possible future. 


S.. 8.9 


Looks like 1.6 million new mar- 
riages this year. And as FHA com- 
missioner Norm Mason aptly puts 
it: “Before the war, two-thirds of 
the newly-married couples had to 
double up. But today these young 
families are impatient. They want 
to move into modern, new homes. 
And because we are experiencing a 
revolution in income and because of 
today’s credit terms, they are able 
to purchase homes early in life.” 


—R. Y. Kerr 
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This big news in wood window quality 
can pile up more profits for you 


Architects — builders —home owners —they’re all learning why the 
A.W.W.1. Seal of Approval, sponsored by Ponderosa Pine Woodwork, 
provides assurance of quality in double-hung window units. 


These people—your customers—will be looking for this seal. It is 
the fabricator’s certification to them that the unit meets the quality 
specifications of U. 8S. Commercial Standard 190-53. 

In terms of customer benefits, a window conforming to this standard 
is properly dried, preservative treated. It has efficient weatherstrip- 
ping, and top and bottom sash are balanced for ease of operation. 

It’s worth your while—in sales and profits—to sell windows bearing 
the A.W.W.I. Seal of Approval. 

Tie in now with the promotional campaign that is making the seal 


and its value known to thousands. For information, write Ponderosa 
Pine Woodwork, 105 West Monroe Street, Chicago 3, Illinois. 


Wee 









































The use of this seal 
is not limited to 
members of Pon- 
derosa Pine Wood- 
work. Any manu- 
facturer or fabrica- 
tor whose unit 
meets specifica- 
tions can offer the 
quality seal under 
a licensing agree- 
ment. 


woodDwor K 
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Tm me ae 
DEAL of the Year! 


FEDERAL ral FOLDING 


EVERYONE NEEDS A PAIR! 


LIST PRICE 


$95 


EACH 


pesiGnen FLEXIBLE. .. 


HERE’S A FAST TURN 
DEAL THAT’S PACKED 


with 
“Ud ONE 


SOLID UNIT... 
Sells Month After Month FOLDS IN SECONDS! 








y, hee Sales Making Display, merchandising 


manual and sales literature! 


? 
Special "Six Pack” of 6 Handy Horses — 
They will be the most popular and profitable 


product on your display floor! 


Direct: Shi, MU —Shipped freight : 


prepaid right to your door. Billed through your 
favorite jobber! 4 


EVERY PAIR OF HANDY HORSES SOLD MEANS NEARLY sate 

PROFIT FOR YOU! Freight and promotion costs are all pole by 

manufacturer! Over 5,000 dealers are already reaping a 2 
why don't you? 


Contact your 
jobber or mail FEDERAL HAROWARE provucts 


| 
coupon at once: | Please rush "Six-Pack" deals at stondard jobber discount 


ond bill me through my jobber as listed. 
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EDITORIAL: 


The Great Specifier 





In an overwhelming majority of point of retail sale 
purchases, the lumber dealer is the final arbiter of 
brand and grade specifications. 

Any other factor’s control of brand specifications is 
apparent rather than real. 

The simplest way to prove this is to point to the ap- 
proximately $10 billion in building material sales vol- 
ume that will be distributed through the lumber dealer 
this year. 

The dealer buys the products he thinks he can sell 
for the best profit—and he sells the items in which he 
has investments. We must dig deep for the complete 
answer to the economic and strategic position of the 
dealer as the final and basic controller of brand and 
grade specifications. 

In light construction projects the other possible 
brand and grade evecifiers include the consumer, the 
architect, the contractor, the government (FHA and 
VA), the operative builder. 

As the dealer becomes more and more the local sales 
headquarters for merchantable construction and estab- 
lishes himself as a Lu-Re-Co fabricator, these marginal 
and fractional influences will be lessened. 

In home building and structural improvement the 
architect has little influence as a brand or grade 
specifier. 


Architect Minor Factor 


Not more than 7% of light construction projects 
employ professional architect services in the cus- 
tomary design and supervisory sense. 

It is quite true that because of our competitive 
economy, most branded building product manufac- 
turers produce grades in approximately the same 
quality per grade that their competitors do. 

Distinctive product characteristics in various 
brands of the same item, are often extremely hard to 
establish on consumers’ minds. For this reason, the 
architect in this 7% of the cases, recognizes the sim- 
ilarity of quality of the various brands of a product 
by using the term “or equal” and for this reason the 
brand the dealer has in stock is most often used. 


Role of the Contractor 


When the carpenter-contractor writes a brand 
specification, the competition among builders forces 
him to specify the brand he can buy to the best ad- 
vantage from some local dealer. 

There are two practical things for him to do: 1, 
to get his favorite dealers’ specification of the brands 
he can buy from the dealer to the best advantage; or, 
2, to buy on “or equal” brand basis the items carried 
in stock by the dealer who quotes him the lowest price 
on his material list. 

Furthermore, in the case of the carpenter-contrac- 
tor, the dealer nearly always finances him during the 
construction period and in this manner obtains eco- 
nomic control of the brands used. 


How About Tract Builders? 


In the relationship between the operative builder 
and the subdivision developer on the one hand and 
the dealer on the other: 

1. Dealers are now generally recognizing that they 
must get their prices down to a quantity and mini- 
mum-service basis for these factors. 

2. The builders or developers recognize (a) that 
the dealer-supplier who is willing to price on cost of 
service can do better for them than any other source 
of supply and (b) that they should go along with the 
brands the dealers can supply in order to hold pur- 
chasing prices to the minimum. 
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It should be noted here that some 9,000 lumber 
dealers engage in some operative building on their 
own. No question of brand control here. 

FHA and VA must play no favorites so they are 
not concerned with brands except that they comply 
with the standards they set up. Within these, and 
the above, limits dealers are the brand deciders on 
government-insured light construction. 


Consumers Rely on Dealers 


Now with regard to the consumer who should be 
the final arbiter of brands, if he delegates these de- 
cisions as he often does—to the architect, contractor 
or operative builder, the above economics apply. 

On the other hand, if he acts as his own contractor 
(and this amounts to 26% of the new home volume 
and practically all of the home improvement and farm 
construction volume) the consumer has only two 
choices in buying intelligently: 

1. Study every variation in grade and quality of 
the 30,000 parts in his home, then specify brands and 
grades based on detailed understanding of these, or 

2. Have confidence in his lumber dealer’s under- 
standing of his needs and the dealer’s ability to spec- 
ify the brands and quality he should have. 

For obvious reasons this latter situation applies in 
by far the majority of the cases. 

The dealer is a vital factor in the matter of what 
grades are specified because he carries in stock low 
grades for the buyer who is concerned with price 
alone and not interested in quality, and on the other 
hand he carries better grades and knows how to sell 
quality to the man who appreciates it. 


The Retailers’ Strong Position 


It is true that there are many brand influencers in 
the construction picture, but when the chips are down 
the brand the dealer has in stock and chooses to sell, 
is most often the determining factor. 

Even in the minority of cases where others insist 
on a given brand, the dealer because of the excellence 
of modern jobber facilities is always in a position to 
get the insisted-upon brands on short notice, but be- 
fore he does so, he is going to fight to sell what is in 
his inventory. Where his investment is, his specify- 
ing heart lies. 

Mention should be made also of heavy construction 
projects. 

On such jobs, convenience and adequate local serv- 
ice of supply is essential so contractors and engineers 
often accept the dealer’s brand suggestions as long 
as they comply with the “or equal” clause in the cus- 
tomary heavy construction specification. 

Manufacturers and wholesalers who wish to capi- 
talize on this underlying condition will shift their 
emphasis in promotion to get the dealer to stock and 
sell their brands. 

Then they will back the dealer (1) with cooperative 
consumer_advertising to local consumers, designed 
to lead them to the dealer as the basic specifier of 
merchantable construction brands and grades, and 
(2) with educational promotions and point-of-sale 
programs which will develop effective retail selling. 

And when other types of consumer promotion are 
used, they should invariably carry the slogan “See 
Your Lumber Dealer First.” 
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NEW 


high in style 
low in cost BRUCE 


ireside 


PLANK FLOOR 


Featuring the exciting new 
Midnight Finish 


Here's America’s newest, smartest hardwood floor 

praised by architects and builders and selected for sev- 
eral nationally-publicized homes. This low-cost Bruce 
Fireside Plank has all the well-known advantages of solid 


oak plus these distinctive features: 


Stylish dark finish, alternate widths 

The dark, mellow finish is smart, different. It’s factory 
applied for long life and easy care, Alternating 24” and 
34” strips with wide, shallow side bevels give Bruce 


Fireside Plank the charm of an expensive random-width 


floor and an interesting pattern effect 


Low installed cost 

Because it's completely finished at the factory, Bruce 

Fireside Plank costs no more installed than a comparable 

grade of plain strip flooring. There are no on-the-job 

sanding and finishing costs, and builders save from three 
& to five days’ working time per house 


Bruce Fireside Plank Floor gives homes extra floor appeal 


at no extra cost, Mail coupon for free literature 
MAIL FOR FREE BOOKLET 


| L. Bruce Co 


3 R LJ Cc = 1690 Thomas St., Memphis 1, Tenn 
ddress 


E. L, BRUCE CO., Memphis 1, Tenn 
world’s largest maker of hardwood floors 





FORK LIFT TRUCK 


Fork Lift Truck 


Still other advantages claimed 
by Illinois dealer: 

Overtime eliminated 
Yard crew reduced 
Better crew morale 


I. 
2. 
3. 
4. 


No more demurrage 


Addition of a single fork-lift 
truck with a roll-off attachment 
is resulting in an annual savings 
of more than $5,000 in materials 
handling costs for the Siegel Lum 
ber Co., Chicago, I] 

Having switched from manual 
handling, the firm’s fork lift truck 
now has the job of placing build 
ing materials in storage and load 
ing delivery trucks 

“We hope to save much more than 
45,000 a year,” says A. A Siegel, 
president. “We feel our improved 
efficiency will be worth addi 
tional 50% over that.” 


an 
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TEETH help in pulling a load of lumber off the delivery truck. 


Saves $5,000 Annually 


Siegel, here 
the fork 


According to 
the advantages of 
truck: 


are 


lift 


1. Formerly, truck loads deliv 
ered from the rail head were 
dumped in the warehouse, tying 
up an aisle and three men for 2% 
hours while the materials were 
being stored. With the fork lift 
truck, the same operation requires 
only two men and 30 minutes. 

2. Demurrage charges on rail 
cars have been eliminated result 
ing in a savings of $200 per year. 

8. Practically all overtime work 
has been avoided—a savings of 
several thousand dollars per year. 

1. Size of the yard crew has 
been permanently reduced by one 
full-time man; the firm now 
stevedores on a temporary 
as needed 

5. The new materials handling 
system definitely contributes to 
the morale of the men by eliminat- 


hires 
basis 


Septen hey 


] 


9. 


ing heavy physical labor and fos- 
tering pride in warehousing effi- 
ciency. 
Materials Storage—Before 
“Our particular problem is one 
of space limitations,” says Siegel. 
“Our yard is an entirely enclosed 
brick building with racks or bins 
and balconies throughout. Before 
we got our fork lift truck, we 
would get in a load of lumber av- 
eraging 6,000 feet on one of our 
2'%-ton roll-off trucks. Then, we 
would dump the entire load into 
the driveway running between the 
rows of bins. Our men would put 
this load away at the rate of two 
or three boards at a time 
“To put away a 6,000-foot load 
would require three men working 
for a period of 2'!5 hours. During 
this time, the driveway would be 
tied-up, making it necessary to 
carry other incoming or outgoing 
loads quite a distance around to 
(continued on page 38) 
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NEW HOMES REMODELING DO-IT-YOURSELF FARM BUILDINGS 


Loltma-t-lolaMmisl-laem:\ = = 


| with U.S.G.’sS 
ad ON fo) oe 2) NS 
ad 0.0) ol ER 


New homes .. . remodeling . . . “do-it-yourself”. . . 
farm buildings . . . these are today’s four big building 
markets. Reach these markets, sell these markets— 
with U.S.G.’s Plan for Dealer Profits. It helps you 
every step of the way—plants the idea for better 
living... builds preference for your firm... brings 
prospects to your door... helps you close the sale. 


The U.S.G. Plan for Dealer Profits is spearheaded by 
your own full-color magazines, Popular Home and 
The Business of Farming, sent to your best prospects 
and carrying your own selling messages. It’s rein- 
forced by powerful national advertising; the 
industry’s outstanding point-of-sale material, 
product samples, movies, literature... 


Learn all about the exciting U.S.G. Plan for Profits 
for you—talk it over with your U.S.G. Salesman. 


» UNITED STATES GYPSUM she crestest wame in suring 


States 
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ROLLING THE LOAD into the bin in 


a space just 
it is an easy 


large 
job for 


avoid the driveway where the load 
was dumped. In many cases, a load 
dumped in a driveway would pre 
vent the rest of the driveway from 
being used at all, especially if the 
driveway was a dead-end.” 
Materials Storage—After 

“Because we have space limita- 
tions,” explains Siegel, “it is very 
important for us to get materials 
out of the way as soon as possible. 
Now, using our fork lift truck with 
the roll-off attachment, we can get 
this same 6,000-foot load unloaded 
and rolled off into the bins in 
about 30 minutes using only two 
men.” 

The only changes needed in the 
warehouse to enable better use of 
the fork lift truck was the instal 
lation of wooden, plank floors in 
the bottoms of the bins. Formerly, 
the lumber loads rested on scat- 
tered beams which were not con- 
ducive for the efficient rol!-off of 
lumber in one operation. 

“Where you have claws in front 
of the fork lift tines,” says yard 
superintendent Herbert Lang, “it 
makes it very adaptable for pull 
ing out a load as well as putting it 
in. Where you have a closed yard 
and have to put your load in hori 
zontally, your fork lift with the 
roll-off is indispensable.” 

Unloading Time Chopped 

Lumber arriving at the Siegel 
yard is ferried in a delivery truck 
from the rail head to the ware- 
house. Using manual methods, the 
unloading and storage of a truck- 
load of 8,000 feet took two men 
four hours. With the fork lift 
truck, the same job is done in 40 
minutes. 

The truck load of 8,000 feet is 
unitized into four loads of 2,000 
feet each. The fork truck rolls 
each load into a bin separately 
making only four trips in all. 

The firm’s fork lift truck op 
erates about five hours per day in 
servicing the warehouse, which 
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the 


enough to contain 


truck 


LIFTING THE LOAD, the truck brings 
its roll-off attachment into play to bal 


ance the load on the tines. 


PUSHING THE LOAD BACK, or removing it from storage, is an easy job for 
a truck equipped with both roll-off attachment and teeth on the tines 


has a capacity for about 60-70 car- 
loads of lumber. 


“With the fork lift truck, we 
save one man for 52 weeks at an 
average of $100 per week,” says 
Siegel. “We can now hire men as 
we need them; we can use men 
with less experience and keep them 
only for the time necessary dur- 
ing specific loading operations.’ 


Product Breakage 


About the same amount of prod- 
uct breakage is experienced. For- 
merly, as a load was rolled off the 
truck onto the driveway, bottom 
pieces in the load would break. 


September 19, 


Breakage now is blamed on the 
teeth on the ends of the forks, 
which dig into materials, espe- 
cially plaster board and plywood. 

Siegel expects to eliminate most 
of this damage as soon as his men 
learn to handle the equipment effi- 
ciently. 

“We are very well satisfied with 
our fork lift truck equipped with 
rollers,” says Siegel. “Because of 
the balconies in our warehouse, we 
must have the roll-off accessory on 
our fork lift to place loads into 
bins. Our driveways have never 
been so clear and ready to go as 
they have been since we started 
using our new equipment.” 
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DODGE Joh-kated “TRUCKS > WITH THE FORWARD LOOK! 


BUILDING 


LOWEST PRICES! Many standard models 
of Dodge trucks are priced lower than all other 
makes! Yet with these low prices, quality-built 
Dodge trucks are dependable as ever. 


HIGHEST POWER! Power-Dome V-8 en- 
gines, with 169 to 202 hp., are the most power- 
ful of any leading trucks. Save time, save on 
operating costs, with these short-stroke V-8’s! 
You'll save with Dodge thrifty 6’s, too! 
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THE FORWARD LOOK! Now Dodge brings 
the Forward Look to trucks. New wrap-around 
windshield (biggest of any make!) means added 
visibility and safety! More reason why you 
should look at Dodge before you ~ any 
truck. Why not phone your dependable Dodge 
truck dealer, today? 


(For more data on advertised products fill in the coupon on page 86) 
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THE MERCHANDISING 
TIP SHEET fy Sam Weeks 


As most of us know, the average homemaker who is 
shopping for floor tile rarely plans to buy it for 
more than one or two rooms. Because she has usual- 
ly figured out beforehand approximately what she 
wants to spend, it is difficult to interest her in a 
more extensive installation at the moment. 


* 


However, in my opinion, the chances of a re- 
peat sale in the near future are excellent—espe- 
cially if you establish a genuine service rela 
tionship with her. For example, when you make 
a sale, be sure to advise her on the kinds of 
cleaners and waxes she should use. This will 
prevent her from using, let’s 
say, a cleaner or wax contain- 
ing naphtha-like solvents on an 
asphalt tile floor. She'll not 
only thank you for the infor- 
mation, but—more important— 
her new floor will look so at- 
tractive with the proper kind 
of care that she'll begin think- 


ing sooner about installing 
Mui more of it. 


” 

pater conten Gee SS ee eepunee KIT OF MATERIALS, left, from which employe can make 
flooring and what her friends think of it. This will up store signs in a few minutes. 

give you an opening for an additional sale. You 
might offer to come up yourself—or send an assist- 
ant—with a box of tile samples to help her match 
the right colors with her furniture. b holsterers 
have done this for years and it’s paid off 


* * & 

When you try this at-home type of selling, be Sign-Making 
sure to take along a line of tile that has variety 

of style, as well as color. With the Moultile line 
for instance, you can show Jubilee, with its 
gay, color-dot style . . . Moulflex, the superior Made Fas 
vinyl-asbestos tile that’s so easy to clean... 

handsome Parquetry that looks so much like 

wood block flooring, yet costs so little ... Moul- 
cork, that captures the beauty of cork in asphalt 


tile... . or regular Moultile asphalt tile, famous Illinois dealer finds kit just what 
for its durability and economy. With five styles 


to show, your chances of an additional sale will he needs for the job. 
be so much the better. 








Sign-making can be a simple job if you have 
the proper equipment. 


Like most dealers, manager Duain D. Grimes 
of the Fred A. Smith Lumber Co., Lena, IIl., had 
trouble making signs for his store until a few 
months ago when he answered a direct mail piece. 


Now his bookkeeper can make neat and attrac- 
tive signs in a few minutes. They look profes- 
sional and carry a good selling message. A com- 
In case you're not stocking Moultile at the mo- plete kit of letters of various sizes, red numerals 
ment, write today for full details on handling all and mounting cardboard comes in a compact fiber 
of this profitable line of resilient tile flooring. case. 


The cardboard is lightly lined so that letters 
and numerals may be quickly aligned. Letters and 
numerals are gummed and, when dampened, read- 

Dept. M3-9 “A. ily stick to the cardboard. 
Joliet, ll, * Long Beach, Calif. * Newburgh, N. Y. : 





(Write American Lumberman for the source of 
this easy-to-use kit of sign-making equipment.) 
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WELDWOOD CONTACT CEMENT 








BONDS INSTANTLY ; YA 
ON COMMAS : ON CONTACT 

witHouT CLAMPS OR f | Withour CLAMPS 

PRESSES OR NAILS! OR PRESSES =f 








OPENS 3 NEW MARKETS FOR you! 





1 For Applying plastic 
laminates like Micarta without 


clamps or presses! 


P 
2 For installing plywood Quarts = Backed by 


! gallon 


paneling without nails! 5 gallons Biggest Ad Drive 
in Glue History! 


3 1001 other uses around bornirs 


. Tus, | 
Industrial uses, too! 3 Ounce bottle 


With brush 


Fs) 
: 
a TUBES j wt ; 


1% Ounce j 
tube 














Weldwood 
PRESTO-SET* GLUE! FIRZITE® 


- WHITE — for woodsy 
First white glue worthy feesemssl ] , 
of the Weldwood name. blond or pickled finishes 


Ready-to-use .. . sets fast on any wood; or an un- 
.-. bonds like magic. dercoat. Helps prevent 
grain raise and checking. 


CLEAR—to tame unsightl 
wild grain on all soft 
woods, 


: hs 
UNITED STATES PLYWOOD CORPORATION 
Weldwood J. S$ATINLAC® Dept. 53, 55 West 44th St., N.Y. 36, NV. Y. 
PLASTIC RESIN GLUE oa Brings out and preserves Send me (check items desired) 
America’s fastest selling the natural beauty of 1) Catalog sheet on Weldwood Contact Cement with full 
wood glue. Highly water- any wood. Ready for information and literature. 


resistant. Makes joints second coat in 3 or 4 


h : Also send me counter leaflets on: 
stronger than wood. ours. (] Weldwood Plastic Resin Glue (1 Firzite 


_] Weld Prest inl 
Branches in principal cities—distributing units in Chiet Trading Areas C) Weldwoed Presto-Set Give CO Setinice 


UNITED STATES PLYWOOD. CORPORATION waa 


Address 2 
World’s Largest Plywood Organization * 55 West 44th Street New York 36, N.Y. ctv a ye 
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Color, its past, present, and future is the theme 
of the “Dutch Boy” Paint exhibit in Disney- 
land. As you’d expect, the exciting display is 
built around the “Dutch Boy” Color Gallery. 
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in Disneyland 


creates a land of promise for 








every “Dutch Boy” Paint Dealer 


from Coast to Coast! 


Disneyland, fabulous new California 
wonderland, opened in July. 


And with Disney’s big drums behind 
it — his top-rated T-V show, his inspired 
publicity—it’s packing them in.5,000,000 
people a year is the estimate. 


This is a spectacular promotion 
opportunity for ‘‘Dutch Boy” dealers. 


For two reasons! 


First, because Disneyland is “Dutch 
soy” Paintland. Main Street, Adventure- 
land, Fantasyland, Frontierland, Tomor- 
rowland—they’re all painted with “Dutch 
Boy” Paints. Inside and out! 


Second, because “Dutch Boy” Paint is 
the one and only paint picked by Disney 
for display in Tomorrowland — the area 












General Offices, 111 Broadway, New York 6, N. Y. 





devoted to industrial exhibits. 


Think of it! 5,000,000 visitors a year! 
And practically every one will see the 
“Dutch Boy” Paint exhibit — named for 
the “Dutch Boy” Color Gallery. No paint 
is sold but every visitor is reminded to 
see the Color Gallery at your “Dutch 
Boy” dealer in your own home town. 


“Dutch Boy” dealers, talk Disneyland 
up. Your paint has scooped them all. 


Talk it up to your customers. Tie your 
store, your cash register, your paint sales 
into the BIG SELL of Disneyland. And 
depend on National Lead to back up your 
tie-in efforts aggressively with sugges- 
tions for local advertising, local news re- 
leases, window posters, and direct mail 
pieces. 


The makers of “Dutch Boy” Paints 
NATIONAL LEAD COMPANY 












This is Tomorrowland, Walt Disney’s fabulous 
showplace of the future. Here, hand-picked by 
Disney, “Dutch Boy” Paint is the one and only 
paint on display. Here, every visitor is reminded 
to “see your ‘Dutch Boy’ dealer in your own home 
town.” 
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How to 
give 
your business 


a personality 





Sure, you could hire a circus—put your 
name on the tents and banners—maybe on the 
tatooed lady. But there’s a more economical 
way to get your name and building product 
story before the public. 


Try using HOME Maintenance & Improve- 
ment magazine, sent quarterly to your con- 
sumer trade. Over 1600 lumber dealers have 
found that sending this helpful magazine to 
their 400,000 customers and prospects is a 
profitable promotion—because HOME makes 
it easier for the consumer to buy. 


HOME Maintenance & Improvement is a 
full-sized, national consumer magazine, aver- 
aging over 64 pages per issue, plus full color 
cover bearing your name, address, phone num- 
ber and sales message. We mail it to your cus- 
tomer and prospect list—live names, not just 
occupants or boxholders. 
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a) SEE THE 
TATOOED 
LADY/ 


=, 
ey 


There is timely, worthwhile information 
for the homeowner in HOME. It is full of de- 
tailed photos and stories on home remodeling 
and repair, all referring to you, the local lum- 
ber dealer, as source of materials and infor- 
mation. Appeal is not only to the consumer 
who wants to do it himself, but to the man or 
woman who wants to do an intelligent job of 
buying a home improvement package from you. 


And, if a suitable mailing list might be a 
problem for you, we are prepared to supply a 
prospect list for you at nominal cost—compiled 
from proved homeowners in your trading area 
—available for nearly every U. S. city and 
town of 5,000 population and over. 


We want to give you full information about 
this solution to your local advertising prob- 
lems. Just fill in the coupon below and mail. 











Service Manager, Room 2000U. 

HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois. 
Financial 6-5380 

( ) Send us complete information, with no obliga- 


tion on HOME and its new homeowner mailing 
list service. 


( ) We already use HOME, but would like full de- 
tails on the new homeowner mailing list service. 


Business name———__ aiid oe 

















ea vores a 

City See I iccncnitsicsiiciihins 
Your name_____ ESS ES ae 
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UPSON ALL WEATHER SHEATHING. Engineered as 
sheathing. Tough, every fiber waterproofed. Perfect 

for soffits, garages, sheds, cottages, and rugged 
exterior and interior uses. 








STRONG 
DAN 


UPSON STRONG-BILT PANELS. Waterproofed! More 
and more builders use full wall-size Strong-Bilt. 
Also available 4’ widths. Crackproof! Upson quality 
assures customer satisfaction. 





UPSON STRIATED PANELS. A beautiful panel, sells at 
a reasonable price. Uses: wainscoting, trim, fourth 


wall. Won’t crack or splinter. Paint two-tone. 

Pre-sized. 
45th PROVEN QUALITY YOU 
a 






FURTHER ADVENTURES OF ORVIE UPSON... 


UPSON DEALE 





UPSON PRIMED SIDING. Won't split! Factory precision- 
applied prime coat assures quick drying, harder 
second coat. 16’ lengths by 12” wide. Waterproofed 
by CuraSeal process. 





KUVER-KRAK PANELS. Upson Kuver-Krak re-covers 
ugly cracked plaster ceilings with no dirty replas- 
tering. And Upson advertises this rind mon 
product wor Ha in consumer magazines. 





DO-IT-YOURSELFERS. What a market! Panels for all: 
%% Panels, Ceiling Tiles, All Weather, Striated, 
Strong-Bilt, Primed Siding, Kuver-Krak! 


CAN TRUST 


UPSON PRODUCTS 





eee ee ee a Ee ee I eee Te a TT ee ee ee 1 
| THE UPSON COMPANY CHECK FOR FREE () All Weather Sheathing | 
| 769 UPSON POINT, LOCKPORT, N. Y. DETAILS, SAMPLES 1 Primed Siding | 
| (1) Strong-Bilt Panels | 
| NAME ” ( Kuver-Krak Panels | 
| (1) Streited Panels | 
| ADDRESS JOBBER'S NAME C) Coiling Tites | 
1 cm STATE JOBBER’S ADDRESS 0) Ys" Panels | 
al 
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Offers Prefabricated Granaries for Farmers 


Here’s how an Idaho 
dealer plans to cash in on 
the big need for on-farm 
grain storage. 


To cash in on farmers’ need for 
grain storage space, Volco Build- 
ers Supply, Inc., Jerome, Idaho, 
launched a sales program for pre- 
fabricated, portable granaries. 

“The predicted grain surpluses 
helped us form our decision to sell 


granaries,” says Victor E. Cam- 
mozzi, general manager. “But, we 
also feel it is high time that lum- 
ber dealers developed some compe- 
tition for metal granaries.” 


Cammozzi says the wood gran- 
aries have these advantages over 
steel units: 


1. The wooden units are cheap- 
er. 

2. They can be partitioned off 
easily to allow storage of several 
kinds of grain in the same unit. 
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SIDE ELEVATIONS 


ACCESS DOOR 
ONE EACH END 


PLYWOOD DOOR 
ONE END ONLY 





2"x4'@ IG'O.c. 
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END ELEVATIONS 


PORTABLE WOODEN GRANARIES developed by an Idaho dealer are 
strongly built and have many other advantages. 
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3. Because of their rectangular 
shape, they can be converted for 
other farm uses, such as animal 
and machinery shelters. 

The firm is currently building 
and selling two sizes of granaries. 
One measures 16x16’ for storing 
1,800 bushels; the second one is 
16’x24’ for 2,400 bushels. Cost to 
the farmer is 28¢ per bushel of 
storage capacity or $504 for the 
small unit and $672 for the large 
one. 


Design Care Needed 


Cammozzi, who is a graduate 
engineer, points out that extreme 
care must be taken in designing 
a granary because of the pressures 
involved in grain storage. 

“Your plywood must be nailed 
so the face grain is at right angles 
to the wall studs to provide great- 
est strength. Also, specifications 
for our units call for tie-rods at 
the 4’ and the 10’ heights. Our 
granaries are designed so the floor 
will support a 500-pound load per 
square foot and the wails will 
withstand a thrust of two pounds 
per square inch at the bottom.” 


The firm plans to promote the 
granaries by using several full-size 
models at the yard and with regu- 
lar newspaper and radio advertis- 
ing. Farmers will be encouraged 
to finance the granaries through 
local Agriculture Stabilization and 
Conservation offices. 


Made with Panels 


Construction of one of the gran- 
aries in the firm’s shop, takes two 
men two days. Materials for the 
walls and floor are dimension and 
exterior (CC) plywood. 

The walls are made from panels 
10’ high and 8’ wide. Some panels 
are made 8x8’. Materials are 
2x4’s and %” plywood which is 
nailed on the inside of the panels. 
Panels for the floor are made with 
2x6 dimension and 4%” plywood. 

Gusset-nailed trusses, using 2x4 
members, are used for the pitched 
roof. Premade gable ends close in 
the roof. Roofing material is cor- 
rugated iron. 

The granaries will be delivered 
to farmers KD. The units can be 
assembled in about one day. 

Blueprints and specification 
sheets for the portable wooden 
granaries are available. Write 
Victor E. Cammozzi, general man- 
ager, Volco Builders Supply, Inc., 
Jerome, Idaho. 


When answering advertisements please 
mention 


AMERICAN LUMBERMAN 


September 19, 1955, AMERICAN LUMBERMAN AND 














aS ———————— 


pn ——— gS 





we use Cortain-leed 
SHINGLES EXCLUSIVELY” 


—Says A. H. Davis 


ROOFING CONTRACTOR 


SAMPLE HOME : lLowrence Park Project 
BUILDER: Ralph Bodek 
ROOFING CONTRACTOR: A. H. Davis & Son 





Certain-teed 


Mr. Bodek is president 
of the Home Builders 
Association of Philadel- 
phia and Suburbs. 


One of the greatest developments ever 
planned for metropolitan Philadelphia, the 
new Lawrence Park project covers 600 acres 


and will include some 1200 homes. 


Each of these Bodek homes will be roofed with 
Certain-teed Thick Butt Asphalt Shingles. 


Says A. H. Davis, roofing contractor: ‘These 
Certain-teed colors are excellent—very 
important for split-level homes. And 
Certain-teed gives us fine service. Good 
delivery, and they always stand back of 


their product. We have used Certain-teed 


Certain teed * 





Quality made Certain . 
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Satisfaction Guaranteed 


ARDMORE, 


ASPHALT ROOFING 





Shingles exclusively for about five 


years now.” 


Certain-teed Thick Butts are thicker where 
it does the most good—on the part of the 
shingle exposed to the weather. They're 
Millerized@ for longer life. They come in a 
range of smart, attractive colors and blends. 
They help make any low-to-medium price 
home more attractive—and more salable. 
Contact your nearest District Sales Office 
for Thick Butt weights, colors and prices, 


or write direct to Certain-teed now. 


CERTAIN-TEED PRODUCTS CORPORATION 
PENNSYLVANIA 
EXPORT DEPARTMENT: 100 EAST 42ND ST., NEW YORK 17, N.Y, 


* SHINGLES «+ SIDING © ASBESTOS CEMENT ROOFING AND ‘SIDING SHINGLES 
GYPSUM PLASTER © LATH * WALIBOARD © SHEATHING © ROOF DECKS + FIBERGLAS BUILDING INSULATION 


ROOF INSULATION » SIDING CUSHION 
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Buyers’ Preference for Appalachian Hardwoods 


is based on their excellent natural qualities—soft texture, easy workability, and beautiful graining. 


Each of the leading firms listed here is prepared to supply you with the finest quality, precision 
manufactured Appalachian Hardwoods. Consult them on your next hardwood requirements. 


*M. E. Crisp Lbr. Co............ Welch, W. Va. "McCracken & McCall, Inc....... Lexington, Ky. 
ee. Be ee ieee a SS " yy! Take om a tet ; 
hardwoods. All facilities. 
*“Hamer Lumber Sales, Inc... ..Kenova, W. Va. 
Exclusive Sales Agents for 


]. P. Hamer Lbr. Co., Inc. Hamer Lbr. Corp. 
Kenova, W. Va. Appalachia, Va. 
Manufacturers Appalachian Hardwood Lumber 


*Cherry River Boom & Lbr. Co., Richwood, W. Va. 
Appelachian Hardwoods, Flooring, Planing Mill Products, 


*Mowbray & Robinson Lbr. Co., Cincinnati, Ohio 


Mills at Combs, Ky. and West Irvine, Ky. 
eS ——— 


The M. 8. Farrin Lbr. Co...... Cincinnati, Ohio 
Cite Drigg end AW Dried Appelachion Bardwoods Mower Lbr. Co........ Charleston, W. Va. 
Dry Kiln tnd Planing Bill facilitioe’ Mille: Coss’ Wallon Detion 
Durbin, Coleord and Pettus, W. Va. 
*Wood-Mosaic Co., Inc........... Louisville, Ky. 
*Bemis Hardwood Lbr. Co... . Robbinsville, N. C. “Parkay” 


Ready-Finished Hardwood Flooring, Lumber, 
Hemlock. Hardwoods. Flooring, Dimensios Veneers. Dimension 


Always Specify 
Appalachian Hardwoods 


*® Member Appalachian Hardwood Manufacturers, inc. 
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Ingenious modular storage cabinets have been designed for the 


basic American Lumberman sidewall fixture shown in the last issue. 
They encourage the dealer to experiment with his fixture as his 


One of the “musts” suggested by lumber dealers 
interviewed during field research on the new 
American Lumberman fixtures was a desire for 
something better in the way of concealed inven- 
tory storage. 

A Florida retailer was specific and heated in his 
comments: 

“Just look at that wall fixture of mine,” he said. 
“I needed storage space on lots of small and valu- 
able merchandise. But I wound up with all my 
storage built-in and permanent. I can’t change a 
thing.” 

3eing stuck with a fixture without flexibility 
can be a serious problem. This is especially true 
in this industry where consumer traffic is growing 
and new products are turning up almost every day. 
Without flexibility here’s what happens: 

Why flexibility? 1. It becomes difficult to inven- 
tory products that jump in sales volume. A dealer, 
for example, might greatly increase his sales of 
bolts but a rigid fixture will not permit a bigger, 
organized inventory. With the AL unit you merely 
add on another modular storage unit to your ex- 
isting wall fixture and move displaced merchandise 
elsewhere in the store. 

2. There’s a growing conviction that stores 
should not present the same appearance week-in- 
and-week-out. Then, too, products need to be 
moved around the store as the seasons change. 
Items right for the rear in October, might do bet- 
ter in the front in June. “Set” fixtures make these 
adjustments difficult or impossible. 

3. Permanent fixtures also make it hard to 
change the grouping of related products together. 
There’s evidence to suggest that the relationship 
of products to each other is changing. Modular 
fixtures alone anticipate the changes that you 
might want to make in 1957. 

The storage units are shown on the next two 
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merchandising slant changes. All cabinets are removable at any time. 


inventory storage on a wall fixture 





pages. You will find an inventory cabinet, a 
drawer cabinet and a display-door cabinet. Ac- 
tually what we call them is not important. If you 
study them, many uses will probably occur to you 
that we haven’t considered. What we have engi- 
neered is flexible, modular space. Here are the 
‘specs” on these units: 

Inventory cabinet. This unit is 29” deep, 32” high 
and 48” long. One or two units may be used in the 
wall fixture. Sliding doors have been specified both 
for design-quality and easy access to merchandise. 
Because of the 29” depth the shelves are on roller 
to make selection of items easy and quick. Stops 
are provided to avoid pulling out shelves too far. 

Drawer cabinets. This cabinet has a depth of 
16”, a height of 6” and a length of 48”. Four draw- 
ers make up a complete unit. The drawer size is 
10"x15”. The front of the drawer is grooved for 
3°x5” file cards to label merchandise and routed 


for finger pulls. 

Dowel pins are inserted in the bottom of the 
cabinet to permit stacking of one unit on top of 
another unit. Cabinets can also be hung from the 
metal standard on the back of the wall unit. 

Display-door cabinet. Here the depth is 16”, the 
height 24” and the length is 48”. Two, 24”x24” 
doors are faced inside and out with perforated 
hardboard giving 16 square feet of display area, 
plus 16 cubic feet of storage area within the cabinet. 

This unit may be used as an open cabinet or 
divided by the use of shelves inserted at 2” inter- 
vals. They may be stacked or hung in conjunction 
with similar units or with drawer cabinets. It is 
designed to store merchandise of medium-size 
that’s too big for the drawer cabinet and too small 
for the inventory storage unit. 

For a touch of color in the showroom the per- 
forated doors may be painted in soft, pastel colors 
quite effectively. 
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in an exclusive American Lumberman series 





three wall unit adaptions 


In the previous issue we illustrated the basic 
structure of the American Lumberman 
sidewall store fixture. The basic unit is the 
foundation for various adaptions that tailor 
the fixture to the product being merchan- 


dised. As shown on these pages, base cabinets, 


smaH parts drawers and many other units 
are designed for this basic fixture. All 
these adaptions can be changed at any time, 
making the fixture virtually a lifetime 
investment. Detailed blueprints covering 
the structure, adaptions, department signing 
and glass binning are available for $8.75, 
postpaid. Send orders to American Lumber- 
man, 139 N. Clark St., Chicago 2, IIl. 


Save money, build a fixture engineered 
for building materials retailing 
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depth: 16” 
height: 24° 
length: 48” 
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depth: 16” 
height: 6” 
length: 48” 
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NEXT ISSUE: How to use this American Lum 
berman sidewall unit for a paint department will 
be shown in the October 3 issue. Readers may 
see this unit and other American Lumberman 
fixtures at the NRLDA exposition at Cleveland, 
October 11-14. Visit Booth No. 379. 





WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set 
up” for service. With many long- 
established mill contacts, knowledge 
of mill's specialties, resources, manu- 
facturing and shipping facilities and a 
thorough understanding of buyer's 
requirements, the leading Western 


Wholesalers below can help you take 
the worry out of your lumber buying. 
Tell them your needs. Let them supply 
your complete requirements. 


WALES LUMBER COMPANY 
OLB NATIONAL BANK BUMDING 


SPOKANE - - - WASHINGTON 
Our Find Year 


HALLINAN LUMBER CO. 


628 5. W. Harrison St. Portland 1, Ore. 


MANUFACTURERS DOUGLAS FIR 
Alwater 9236 Teletype PD 457 








564 Marker $1. 





VAN VALER LUMBER COMPANY 


Redie Central Bidg., Spekane 4, Wash. 
Phone: Timple 2743 TWX SP 19. 


CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 


FOREST PRODUCTS 
Telephone: AT 659! Teletype: PDS72 
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INFORMAL SESSION of employe-management relations committee at DeForest 
& Hotchkiss Co., New Haven, Conn. Left to right: Lawrence Bruno, yard; Pas- 
quale Calamita, truck driver; J. DeForest Venter, secretary of the firm represent- 


ing management; 
millwork division. 


Bob Fredricks, yard salesman and 


William Rosenplanter, 


Employes Help Solve 
Management Problems 


How Connecticut firm 
improves efficiency by regu- 
lar employe-management 


meetings. 


An employe-management com- 
mittee keeps the DeForest & 
Hotchkiss Co. operating smoothly 
in New Haven, Conn. Employe 
members are selected alphabetical- 
ly from among the 55 employes. 
Four employes are chosen to serve 
for three months and since the 
meetings are held quarterly, a 
fresh employe representation at- 
tends each session. 

Employes receive $5 for each 
meeting. These start at 5 p.m. and 
run for an hour or two, depending 
upon how much business there is 
to transact. Discussion will in- 
clude wages, inter-department re- 
lations, labor-saving ideas, cus- 


tomer relations and grievances. 
Constructive suggestions have 
resulted in more efficient handling 
of lumber in and out of the mill; 
better method of handling sheet 
rock shipments; more efficient sys- 
tem of handling deliveries and 
prompt handling of job leads. 


An employe must be a member 
of the firm for at least one year 
before he is eligible to serve on 
the committee. The committee was 
organized following a non-union- 
izing vote in 1951. 


J. DeForest Venter, secretary 
of the firm, represents the man- 
agement at the sessions. 


“These committee meetings 
bring all of us closer together,” 
says Mr. Venter. “Employes real- 
ize that it pays them to study our 
operations in their particular de- 
partment and think about improve- 
ments which will be reflected in 
our net profits and their annual 
bonus.” 
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Enjoy Greater Window Profits with 


ALUMINUM WINDOWS 


APCO Windows are precision- manufactured of heavy built 
aluminum extrusions. The bottom rail of the fixed upper 
sash is tenoned through the jambs, making the win 
dow stronger, more rigid. Superior 
tures inciude Puliman stainiess steel tape 


aluminum alloy 


balances 


in Schiege! aluminum 
weatherstripping, and twin 
APCO windows are absolutely weather 
construction fea tight, dust-free, draft-free, operate smoothly and silently 
at the touch of a finger 


APCO single-hung windows are available in all 
popular sizes and arrangements. Windows can 
be used with brick, shake or wood exterior walls 





Modern builders are using APCO Aluminum Win 
dows to add new selling features to their 
homes. APCO design harmonizes with all archi 
tectural styles 


backed woven wool pile 


safety locks of extra hard APCO’s versatility meets the window needs of 


today’s homes. Divided light arrangements are 
available in all standard sizes. Custom sizes 
also available 


Over 1,000,000 APCO Windows Time-tested and Performance-proved since 1947! 


Your window profits soar to a new high when you sell nationally 
advertised APCO Aluminum Windows. APCO meets the demands of new 
home construction, remodeling and light commercial building with an 
all-aluminum, factory assembled unit that is beautiful, strongly built 
and easy to install 


You are backed by one of America’s strongest window merchan 


Completely Assembled Unit . Ready to Nail inte Opening 


APCO Window completely APCO Window can be handied easily Easily instatied 
giazed screened weatherstripped by one carpenter Needs no adjusting utes. APCC 
with installation hardware attached 


arrives 


no fitting 
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dising plans. It includes sample window that helps you demonstrate and 
sell. The Sales Kit is full of tested window selling ideas that mean 
greater profits for you. Also, APCO national advertising pre-sells your 
window customers with over 1,000,000 sales messages in builder trade 
journals and direct mail. Now is the time to increase window profits, 
The first step is to send for the full APCO Story. Fill in coupon and 
mail today! 


a 

Get More Facts About APCO! 
ALUMINUM PRODUCTS CO AL 4 
1901 Franklin Ave., Houston 2, Texas 
Rush APCO Price List and information on Dealer Sales Kit 


| ama Dealer Distributor Builder 


Company 


Reduces Building Cos 


Window give 
trouble free operation 
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UNUSUAL SLOPING ROOF on this clean, efficiently designed show- 
room causes passersby to look twice. The roof slopes from 11-feet high 
at one end to 7’-8” high at the other end. Notice how the windows 
follow the roof line and make the entire interior serve as a window 
display 


Smartly-Designed 
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SHOWROOM FLOOR features compact, efficient wall displays and mo- 
bile display islands 
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DESIGNED FOR TOMORROW, this warehouse works well for manual handling 
or fork lift trucks. Entrances are located on both sides of the warehouse, also 
at the rear of the 198-foot long structure. 





Showroom Boosts Sales 


A new showroom with a catchy- . 
design, a skillfully handled grand Here’s how a new showroom, warehouse and a well- 
opening and a warehouse built ; ~ . 
ith siemens in mind helped the Planned store opening helped the Bennett Lumber Co., Clin- 
Bennett Lumber Co., Clinton, Iowa, 
realize an 80% increase in sales ton, Iowa, step up sales. 
in four months. 
According to A. G. Bunting, 
manager, here are the highlights 
of the firm’s operation, which is 
tailored to attract do-it-yourself 
homeowners, contractors and 
farmers: 
1. Front of the clean, function- 
ally designed showroom features 
an unusual, sloped-roof treatment. 
The showroom roof is 7-8” high 
at one side and rises to an 11-foot 
height at the other side. Plate- 
glass windows follow the rising 
roof line to create an effect that 
causes passersby to look twice. 
2. The three-day grand opening 
of the showroom was heavily pro- 
moted and drew 3,000 visitors. In 
addition to demonstrations, color 
movies and free gifts, a local Girl 
Scout troop handled registrations 
and gave people cards on which 
they could check the home im- 
provement jobs they planned. 
“IT had learned that the Girl 
Scouts were working hard to earn 
enough money to take a trip to 
Washington, D. C.,” says Bunting, 
“so I thought it wise to use their 
efforts to help promote our open 
house. It worked splendidly—and BRIGHT INTERIOR, achieved through use of fluorescent lights and 
they did earn enough to take the light-colored ceiling and floor, causes displays to stand out vividly 
trip.” Left to right, Paul Britebach, yard man; A. G. Bunting, manager; Harry 
: Hansen, assistant manager and Doris Bunting, bookkeeper 
3. The warehouse directly be- 


hind the showroom is designed to 
(continued on next page) 
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DRIVE THROUGH WAREHOUSE, directly behind the showroom, al- 


lows customers to drive inside to load during inclement weather 


allow use of fork lift and straddle 
trucks for the day when the equip- 
ment is needed, and it still func- 
tions efficiently for manual han- 
dling operations. The structure 
has three entrances so trucks and 
autos can drive through conveni- 
ently when picking up orders. 


Grand Opening Ideas 


“Our open house started off 
with a bang because the first 100 
ladies that arrived received a 
lambskin floor polisher free,” says 
tJunting. Customers were asked 
to register for the gifts which in- 
cluded a ping-pong table, picnic 
table, lawn chair, picnic cooler, 
enough paint for a living room, 
five squares of shingles, shadow 
boxes, flower boxes and waste 
paper baskets. Favors included 
pencils, matches and cokes. The 
larger items were given as prizes 
for guessing the weight of sawdust 
in a glass jar in the showroom 
and guessing the number of board 
feet in a stack of 2x4’s in the ware 
house. 

“Demonstrations of power tools, 
painting, showing of four color 
movies and the guessing contests 
kept the crowds moving through 
the entire store so all merchandise 
was well-inspected,” Bunting 
added. 


Showroom Features 


The showroom contains a 32’x48’ 
display area and an 18’x32’ office 
area. Fourteen large fluorescent 
lighting fixtures in the ceiling illu 
minate the Philippine mahogany, 
red wood, knotty pine, plywood and 
wallboard paneling. The floor of 
light-colored asphalt tile and the 
cream-colored ceiling tile contrib 
ute to the shadowless light that 
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makes the 
stand out. 

The wall near the office area 
contains a wood kitchen cabinet 
display. There are specially built 
wall displays for hand tools, gar- 
den tools, doors, molding, roofing 
and millwork. Separate display 
islands contain paints, paint acces- 
sories, pre-pasted wallpaper, build- 
ers’ hardware, cabinet hardware 
and wrought iron legs. Displays 
are random-spaced on the floor to 
encourage browsing. 

The front and sides of the show- 
room are plate glass almost from 
the floor to the ceiling. Thirteen 
spotlights over the windows shine 
on the display islands at night. 
The islands are rearranged each 
month to maintain customer inter- 
est. A ping pong table doubles as 
a product literature library. 


merchandise displays 


Warehouse Features 


The 198’x68’ warehouse con- 
nected to the showroom was built 
with a truss-frame roof covered 
with corrugated steel roofing. Ten 
translucent plastic sheets are 
evenly spaced in two rows in the 
warehouse roof to provide ade- 
quate natural lighting. 

Rail spur tracks are located 
along both sides of the warehouse. 
The tracks are elevated so gravity 
conveyors can be used to unload 
materials directly into storage. 
Large sliding doors are located in 
the unloading areas. 

There are truck entrances on 
both sides of the warehouse direct- 
ly behind the showroom. In wet 
weather, customers may drive their 
cars into the building to load their 
purchases. The far end of the 
warehouse has another door: 
trucks can enter one of the front 
entrances, pick up materials en 


September 19, 


UNLOADING AREA was designed so 
spur track along the outside of the 
building is above the warehouse floor, 
allowing use of gravity conveyors. 


route through the building and 
drive out the rear entrance with- 
out backing. The aisle through the 
warehouse is 20-feet wide. Storage 
bays were built large enough to 
allow efficient use of mechanical 
handling equipment. 


Farm Trade Angle 

The firm also specializes in fab- 
ricating portable farm buildings, 
including garages, corn cribs, ma- 
chinery sheds and other structures. 
Regular newspaper advertising is 
planned to appeal alternately to 
homeowners, contractors and the 
farm trade. 

The Bennett Lumber Co. is 
owned bv R. C. Bennett, who also 
owns and operates the Bennett 
Box Co., with headquarters in 
Englewood, N. J. Manager Arnold 
Bunting, formerly of Rockford, 
Ill., has been with the Bennett Co. 
since July, 1954. Other employes 
are: Harry Hansen, assistant man- 
ager; Doris Bunting, bookkeeper; 
Bob Leigh, outside salesman; and 
yard salesmen Paul Britebach, Bill 
Schuch and Le Roy Smith. 

The new yard and showroom 
were designed by Charles U. Prout, 
Clinton, Iowa, architect. The struc- 
ture was built by contractor Oke 
Carlsson, Clinton. 
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More ready mixed concrete is sold in 


JAEGER truck mixers than by any other method 


SMALL PLANT SOON NETS 10%: In this grass-roots 
town of 12,000 population (name on request), they 
started just 2 years ago with 3 used Jaeger truck mixers 
and a 60-ton, two compartment bin with 3 yd. weigh 
batcher and bucket elevator. One mixer was a 3 yd. on 
GMC single axle truck, the others were old 2 yd. units 
on K-6 Internationals. With this equipment they were 
able to reach a top production of, 247 yds. in one day, 
on a 2700 yd sewage disposal plant. 


Their first truck mixer bought new was a Jaeger 41, 
vd. “Mix Plus” model on T800 Ford. Bought for a 
2300 yd. curb and gutter job, this new mixer poured a 
steady 10 yds. an hour, including 3-mile trip. Their next 
purchase will be a matching 4! 9 yd. giving them a fleet 
of two 4144 yds., one 3 yd. and a 2 yd. standby all 
Jaegers and all profitable. Their total investment, to date, 
is approximately $60,000 including inventory. Started 
in June, 1953, this business quickly began to show a 
profit. For the year 1954, their net return on investment, 
after depreciation and all charges, was a tidy 10%. 
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More ready mixed concrete is sold in Jaeger truck 
mixers than by any other method, Ask your Jaeger 
distributor to show you why, or write us for complete 
information, 


THE JAEGER 
MACHINE COMPANY 


160 Dublin Avenue, Columbus 16, Ohio 
LOADERS © COMPRESSORS © PUMPS 


CONCRETE MIXERS © PAVING MACHINES 
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Perforated Hardboard Wall 
Is Ideal for Tool Display 


Lining wall above the wainscoting with perforated 
hardboard makes an excellent, space-saving display 
area for tools and other products at the Steel City 
Lumber & Supply Co. (Bader Corp.), East Gary, Ind. 

The tools are easily mounted by using the fixtures 
made for the perforated board. The board is painted 
in eye-catching yellow. Price tags are attached to 
each tool. 


Courtesy Trailer Builds Goodwill, 
Saves Delivery Costs 


The “courtesy trailer” of the Seale Lumber Co., 
Birmingham, Ala., is helping build goodwill for the 
firm and keeping customers’ cars free from damages 
caused from carrying building materials. 

Previously, customers shopping in the yard with 
trailers rented on an hourly basis were invariably in a 
hurry to return the trailer. J. M. Vakakes, treasurer 
of the firm, thought up the idea of the courtesy trailer 
to save customers a trailer rental fee and also give 
them more time to shop around the yard. 

The trailer also saves Seale Lumber Co. the expense 
of delivering bulky items like plywood panels and 
dimension lumber. Most customers prefer to take the 
small orders home themselves. 


























THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 
SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


CANADIAN Forest Propucts LT. 


FBURNE SAWMILLS DIVISION 
VANCOUVER, B.C. 

















58 (For more data on advertised products fill in the coupon on page 86) September 19, 1955, AMERICAN LUMBERMAN AND 








PLASTIC BAGS holding 10-20 screws 
are stapled to Ketchum’s imprinted 
cards 


EACH PLASTIC ENVELOPE slides 
onto a hook for neat display at eye 


Helps Sell Small Items 


Salt Lake City firm uses 


plastic envelopes for screws 
and nails. 


Packaging nails and screws for 
self-service can be a profitable 
means of merchandising these 





When answering advertisements please 
mention 


AMERICAN LUMBERMAN 
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items, according to Charlie Ketch- 
um, president and general man- 
ager, Ketchum’s Builders Supply, 
Salt Lake City. 

“We used to keep our screws in 
boxes,” says Charlie Ketchum, 
“and when people needed only a 
few, one of our clerks would just 
pass them out free.” 

Now the firm has 4x4 cards to 
which plastic bags are stapled. 
The bags hold 10-20 screws. The 
cards have the firm’s name printed 
across the top and provide space 
for size and price information. A 
sign on the display island says, 
“Screws sold in packages or full 
boxes only.” 

Ketchum’s also bags nails in one, 
three and five-pound lots. The firm 
sells from 3,000 to 3,500 pounds 
per month at an average of about 
20¢ per pound. Stock code num 
bers, size, description and prices 
are printed on the bags with a wax 
pencil. 








Owens-ILLinois 
Grass BLock 





BEAUTIFY 


What woman wouldn't love a kitchen 
like the one shown below a kitchen 
that’s flooded with daylight yet easy 
to keep spic-and-span? She can have 
such a desired feature in her kitchen 
by including a panel of Owens-Illinois 
Glass Block No. 316. 


INSULATE 


A panel of glass block has the insulat- 
ing efficiency of an 8-inch thick brick 
wall. The panel won't frost or sweat in 
winter . . . provides better insulation 
than a window with storm sash, 


PROFIT 


Glass block are easy to handle and easy 
to store, They come pre-packed in 
sturdy cartons of convenient size. They 
are handled in the same way as cement 
bloc ks and can be made to fit any size 
opening. They go in at the same time 
or they can be used for re-modeling jobs 


Plan now to push and profit from this 
beautiful, insulating, profitable build 
ing material. For complete details how 
easy it is, write Kimble Glass Com 
pany, subsidiary of Owens-Illinois, 
Dept. AL-9, Toledo 1, Ohio. 


OweEns-ILLINOIS 


GENERAL orrices(]) ToLeD0 1, OHIO 
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OLD BUT PROFITABLE, the ready-mix batching plant was built in 
1949 for $14,000. The plant has a capacity of 90 cubic yards per day 
and grosses about $140,000 annually. A new plant is being planned. 


While grossing $140,000 annual- 
ly, the ready-mix concrete depart- 
ment at the Palm Springs (Calif.) 
Building Supply Co. provides a 
great stimulus for companion 
building materials. 

“Our present total volume is 
well over $1 million a year,” says 
manager Donald J. Derbes. “We 
estimate that our ready-mix de- 
partment averages about 14% of 
the total gross with a 25% net on 
its own sales. 

“In addition to the department’s 
separate profits, it gives us the 
right kind of security for selling 
other materials on the job. In this 
area, practically all contractors 
and owner-builders start looking 
for the rest of their materials 
where they can find their concrete. 
2 The — — of our ready-mix 

plant has been to give our main 
Rea dy-M ‘ xX Conc re te lumber and building product lines 
a good sales stimulus.” 

Here’s how the firm’s ready-mix 

operation works: 





OVERSIZE DUMP TRUCKS are used to haul aggregates 
from the firm's own crusher plant outside of town. 


Springboard to Bigger Sales Package SF SS 
The company supplies its own 
sand and gravel from a crusher 
Here’s how a ready-mix department operated by a Cali- _ plant they operate about 12 miles 
out of town. Three regular dump 
fornia dealer nets 25°% on its own and pays for itself many trucks are used to bring the sand 
and gravel to the ready-mix plant 

times over with tie-in sales. in the lumberyard. 
The trucks operate continuous- 
ly, keeping the underground stor- 
age bins for sand and gravel filled 
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at the batching plant. 
“With our own aggregate divi- 


sion and stockpiles, what we ac- 
tually do is sell our customers 
rock and sand and charge it to 


concrete at retail prices,” says 
Don. “The total cost for one cubic 
yard of the four-sack bag cement 
concrete from the ready-mix plant 
is $13. Most of the builders use 
the better grade of five-sack con- 
crete which is priced at $13.95 per 
cubic yard.” 


2—The Batching Plant 


The firm’s ready-mix concrete 
operation was started with a now 
old-fashioned bucket elevator 
plant which cost about $14,000 in 
1949. 

“We estimate that the 90 yards 
of concrete this old plant puts out 
each day must tie-in enough sales 
of Jumber, materials and millwork 
per month to pay for the cost of 
the transit operations three or 
four times over,” Don explains. 

Once the aggregate is delivered 
into the stock piles and storage 
bins, the remainder of the han 
dling is done by the batching plant 
itself. The plant loads its top bins 
with bucket elevators. Chutes 
from the top bins let the aggregate 
into the weighing bins ready for 
batching. The batching plant uses 
bag cement. 

The standard amount of rock 
aggregate for a single cubic yard 
of concrete is 1,500 pounds. Each 


SUILDING PropucTsS MERCHANDISER 
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READY FOR LOADING, one of the firm’s six transit mixers receives a 
concrete batch before heading to a new house foundation job, Chances 
are the dealer will also sell other building materials for the house. 


yard also uses 1,830 pounds of 
sand. Aggregate formulas for all 
types of concrete are posted on a 
special blackboard near the 
weight-bin scale in the plant. 

“It takes very little manpower 
to run the batching plant,” adds 
Don. “We just have two concrete 
men along with Bill Goodridge, the 
plant supervisor. Bill oversees 
the batching, directs the transit 
delivery and handles the bills of 
sale. 

“This old plant is now at the 
stage where we think it has over 


worked itself. Construction of a 
larger, more modern pliant of pos- 
sibly 200-ton capacity will soon be 
underway. Once the new plant is 
complete, we will be able to pour 
any type or size of job available 
in this area.”’ 


3—Loading of Trucks 


The ready-mix operation started 
with just two transit-mix trucks 
delivering three cubic yards each. 
Almost immediately, the plant was 
called on to produce 10,000 cubic 

(continued on page 63) 


MEASURING AGGREGATE from the top storage bins into the weigh 


ing bin is a relatively simple job for the plant crew 


tells when the mixture is correct 


Scale at the left 
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Low Cost 


FARM 
BUILDINGS 


with J. NEILS 
TREATED POLES 


~ 









More and more of your cus- 
tomers are asking about 
treated pole frame construc- 
tion because it costs lees... 
lasts longer. Treated Lodge- 
pole Pine from J. Neils is the 
answer to their needs and to 
increased sales for you... 
J. Neils poles are straight, 
strong—selected from our 
own timberlands...and treat- 
ed (penta or creosote) in our 
own plant. Mixed cars can 
include poles with treated or 
untreated lumber. Write for 
information. 


J. NEILS 


LUMBER COMPANY 


MILL AND TREATING PLANT 
AT 


LIBBY, MONTANA 





e DAHLE 
eS LIF 


¢ SPEEDS APPLICATION 
ty OF DRI-WALL CEILINGS 


New time saving, cost cutting Dri-Wall Lifts eliminate back-break 
and headaches of nailing any dri-wall sheet material to ceilings. 
Users report Dri-Wall Lifts are paying for themselves on first few 
jobs. Sturdily constructed of cadmium plated, heavy tubular steel, 
with smooth running casters. Easily portable, will roll through 
standard doors. A pair used for sheets to 12 feet, three for longer 
sheets. 


EASY TO USE! 


Two men place sheet on top support 
bars, take lifting bars and raise sheet 
to joists, or furring strips in exact posi 
tion for nailing, Locking eccentric holds 
sheet in place and men are free to nail 


EASY TO SELL! 


Dri-Wall Lifts meet a definite need in 
the growing drywall market, Builders 
quickly realize their value . one 
pair sells another. Helps you sell dry 
wall tool 


WRITE FOR SALES PLAN AND PRICES! 
BUILDERS TOOL & EQUIPMENT CO. 


Box 67L, WARSAW, INDIANA 


- 
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REDUCE delivery costs 
SPEED UP deliveries 


Complk« t< 
Beds Shipped 
KD. Easy 


Assembly & 





Mounting 


° 
te, wire, phone for Unioad a Load 


and Prices or Half Load at a Time 


The R=-B Company 
1921 Guinotte, Kansas City 20, Mo. 
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WE HAVE THE HARDWARE 
IF YOU HAVE THE DOOR! 


ee 


COMPLETE HARDWARE 


for Residential & Industrial overhead doors... 


© 3-4-5 SECTION Doors 
* QUICK DELIVERY .. . from 


our own Fabricating Plant. 


CALL or WRITE 













INCLUDES 


SPRINGS 
Tapered TRACK 
Mechanical Wedge 
HINGES 
CABLE LIFT 
BALL-BEARING 
ROLLERS 
All Necessary 
BOLTS — NUTS 
LAG SCREWS 


POWER DOOR CO. 


MONMOUTH JUNCTION, NEW JERSEY 





=: § 





TELEPHONE »« MON. JUNCTION 7-8511 
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yards a year. Six transit mixers, 
all of them with four-yard capacity 
except one, are now in operation. 

In the truck loading, water is 
put in first. The water is supplied 
from a two-inch pipe aimed at the 
open top hatch of the mixing drum 
from outside of the batching shed. 
Water is stopped by a meter as 
soon as it reaches the yard capac- 
ity of the truck. 

The transit’s drum is_ then 
charged with the gravel, sand and 
cement as soon as they have been 
measured. When the revolving 
mixer has been filled, the driver 
starts out for the job site. 








No. 066 The craftsman's choice 
. . . for years. Triple locking and double 
<—Dativertan' af Tasty Hae attached joints. Solid brass strike 


“Each of our transit mixers has | plates. Markings embedded right into 
a four-wheel drive to enable free the wood. 


movement in the desert sand,” says 
Don. 

Each mixer is allowed 20 min- 
utes free time as soon as it reaches 
the job. But, if they are held over 
that, the firm makes an extra = 
charge of $8 an hour. The drivers sEEE ayn" 
are all checked out after they re- = = amgryrh tl 
ceive their dry batch in the yard. —— mT A \ 


= 
They are also checked on when rye a 
they get to the job, when they : | l Ol l 6 
leave the job and when they get : wlalaudadulata tala lly 
back to the yard. This time report 
is stamped on the customer’s in- 
voice for the concrete. 

“The ready-mix business from 
the yard has probably enjoyed the 
highest profits of any department 
in our company in recent years,” 
says Don. “Yet, the department 
has never had any promotional 
send-off or outside advertising. 

“Each new house in our area 
uses from 35-90 cubic yards of 
concrete. By selling our contrac- é IN 
tor and owner-builder customers va / FW 
concrete, we develop a natural 
follow-up for the sales of lumber 
and building materials from the 


yard, RED«END RULES 
“We sell the customers the 4 


concrete the way they want it,” 


declares Don. “None of the ready- . ¥ 
mix concrete is charged to cus- te oe” 
tomers’ regular building materials Sn ot 
contracts. The concrete is always 


handled as a separate forerunner 
of the customers’ real construction 
jobs.” 


v 
" att yr \ 











No. X-46 For extra-heavy duty. 
Select straight-grained hard maple 
sections 50% thicker than standard. 
Bold figures further protected by 
tough clear plastic, Solid brass ex- 
tension for inside measurements. 


Because for years their outstanding quality has made 
them the craftsman's choice. 








Because national advertising unequalled in this field 
directs customers to your store. 


Because they are priced to sell. . . and to make you 
a profit. 


IT PAYS TO SELL [UF KIN 


TAPES * RULES + PRECISION TOOLS 
ORDER FROM YOUR HARDWARE WHOLESALER 





THE LUFKIN RULE COMPANY, Saginaw, Michigan 
132-138 Lafayette St., New York City © Barrie, Ont. 
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American Lumberman 


YOUR AD OF THE WEEK 





ADservice 


No. 42 of a Series 


Many Mats Available for Your Fall Ads 


The suggested layouts reproduced here show a few 
of the many exclusive ADservice mats illustrating 
timely merchandise for your Fall ads. 

Good illustrations contribute importantly to your 
ads—in attention value, interest, and appearance. 
Pictures are the working partners of words in the 
job of getting your sales message noticed and read 
by the maximum number of prospects. 

Write American Lumberman today for free 48- 
page book showing complete series of 254 ADservice 
mat illustrations, plus ad ideas, copy and layout 
suggestions. 


2 col. x 12 in. ad using ADservice 
mats nos. 144, 158, 93, 174, 253 


SIGNATURE CUT HERE 
WINTER is on the Way... 


WEATHERPROOF YOUR HOME NOW! 


1 col. x 10 in. ad 
using ADservice 
mats nos. 176, 
175, 178, 177, 155, 
110 





cold weather 


ahead... 
GET READY NOW! 
































YOUR NAME 














YOUR NAME 
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3 col. x 17 in. ad using 
ADservice mats nos. 168, 
158, 159, 160, 171, 172, 173 


YOUR NAME OR SIGNATURE CUT HERE 


Cold weather on the way! 


PLACE YOUR ORDER TODAY! 








STORM WINDOWS 


> \ LS 


Fuel savings will soon pay for 


ATTIC INSULATION 
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YOUR NAME 
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Behind 


These 


Doors... 
, {|| 
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Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 20 Million for past half century under exacting Forest 
Management Plan without depletion. 





HARDWOODS — WHITE PINE — HEMLOCK 


DEFEND YOUR TRADE WITH 











MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 


dried QUALITY LUMBER Kiln-dried 














ANACONDA 


COMPANY 


. are the finest 
materials and workman- 


e ship by craftsmen. Flush 
doors for every purpose. 











Lumber Department | AMERICAN 


BONNER, DOOR COMPANY 


MONTANA 222 S. WILLIAMS 
BELLEVUE, MICHIGAN 
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... manufacturers inthe news 





M and M Names Marshall Manager Calif. Timber 


M and M Wood Working Co. has 
named Larry T. Marshall manager 
of its California Timber Div. A na- 
tive Oregonian and a graduate of 
the Oregon State school of for- 
estry, he has 
had wide exper- 
ience in the field 
of timberland 
management. 

In a state- 
ment outlining 
the firm’s long 
range plans for 
a sustained 
yield timber 
harvesting pro- 
gram in northern California, Clay 
jrown, president, said that growth 
in number of M and M’s operating 
units in the area and its increased 
production necessitates a policy of 
efficient utilization of natural re 
sources. 

Marshall, in his capacity of man 
ager of the timber division, will 
put into operation plans for selec 
tive cutting, logging to provide 


Marshall 
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Made to Specifications of the 
Thermoplastic Pipe Division of the 
Society of the Plastics Industry 
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‘Yet OAMOR Aer PE Fe Oe OF THE HOCETY oF 


CRESCENT PLASTICS, inc. 
renee tle ledvene = 








natural re-seeding of the land, de- 
velopment of fire control systems 
and the further acquisition of logs 
and timber. 


US Plywood Guarantees 
Prices Till December 31 


United States Plywood Corp. has 
announced the extension to De- 
cember 31 of its guarantee against 
price increases in its basic carload 
mill prices of Douglas fir plywood, 
except for certain sheathing items. 

The company’s price list is based 
on $85 per M feet for the basic 
.” AD grade. Prices at the firm’s 
distribution units will be commen- 
surate with the guaranteed mill 
prices. 

S. W. Antoville, president, stated 
that U. S. Plywood is reaffirming 
its policy of price guarantee in the 
interest of stabilization despite an 
extremely strong demand and sub- 
ject only to contingencies beyond 
its control. 


Another New 








” 
6 


plastic pipe in % 
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Now, for the first time, 
to 


order within 24 hours . 


Dept. L-5, 955 Diamond Ave. ° 





Red Cedar Closet Lining 
Group Adopts New Label 


Adoption of a distinctive three- 
color industry label is the newest 
development in the consumer edu- 
cation program sponsored by the 
Aromatic Red Cedar Closet Lining 
Manufacturers Association. 

According to 
Bill Raynor, 
chairman of the 
association, the 
label on all 
packages of ce- 
dar closet lining 
will serve as a 
symbol of qual- 
ity for both con- 
sumers and 
dealers. Printed 
in rose, green and brown, the new 
label will also identify for dealers, 
the individual manufacturers 
sponsoring the nationwide pro- 
gram, now in its third year of op- 
eration. 

A key sales goal of the industry 
is to encourage more builders to 
include cedar-lined closets in new 


Raynor 


homes. Manufacturers’ explain 
that cedar-lined closets cost little 
if any more than conventional! 


closets, but increase the appraisal 
values of homes by $100 or more. 


Selling Tool... 


Packaged for Profit! 


full coils of 75-lb. Cresline flexible 
1144” diameters come in space-saving, 
hard-selling cartons that simplify handling and help change unit 
sales from “feet” into “miles.” Easy-to-read markings make in- 
ventory control a cinch whether cartons are stored vertically or 
horizontally. Pipe pulls easily off reel without whipping back. 
Each carton is an “ad” in itself — tells your customers about 
Cresline’s famous written guarantee, 100% virgin materials, con- 
venient one-foot and 10-foot markings, quality control and pres- 
sure-testing. Back that up with Cresline’s pledge to ship every 
. . add Cresline’s other smashing sales 


aids ... and you have a combination that will add extra dollars 
to every ticket. Write now for all the details. 


Visit Our Booth No. S-186 at the National Hardware Show, 
Navy Pier, Chicago 


CRESCENT PLASTICS, INC. 


Evansville 7, Ind. 








Self-Service Store Requires 
Different Type of Salesmanship 


The life-long selling habits learned in clerk-service 
retail selling must be unlearned and an entirely new 
set of techniques adopted by salespeople employed 
in a self-serve store. 

A booklet, “How Salespeople Keep Customers Buying 
in a Self-Service Store,” explains the new concepts in 
down-to-earth understandable terms. Fully illustrated, 
it is an ABC course in self-service salesmanship. 

Written by John M. Wilson, sales vice-president of 
The National Cash Register Co., it is offered free of 
charge to anyone in the field of retailing. Requests 
should be sent to Merchants Service, The National 
Cash Register Company, Dept. AL, Dayton 9, Ohio. 


Curtis Opens Division in Scranton 

Establishment of a new eastern sales division and 
warehouse at Scranton, Penna., has been announced by 
Curtis Companies, Inc., Clinton, lowa. 

C. E. Peterson, formerly with the firm’s Wausau, 
Wis. division, is manager of the new Scranton opera- 
tion; J. R. Stoaks is sales manager and R. G. Limke, 
office manager. 

A complete inventory of Curtis woodwork will be 
carried in the Scranton warehouse and will facilitate 
quick delivery of the firm’s products in eastern states. 


Group to Proinote Genuine Mahogany 
For Do-it-yourself Craftsmen 

Citing the growing trend toward the use of quality 
materials by do-it-yourself hobbyists, The Mahogany 
Association, Inc. is urging dealers to increase their 
sales and profits by pushing sales of genuine mahogany. 

A direct mail folder, first in a series of promotions, 
has been sent by the association to lumber dealers, 
pointing out opportunities for expanding lumber sales 
that are open to aggressive dealers. 

Suggesting dealers capitalize on the magic name of 
mahogany, the folder declares, “Just as master crafts- 
men have known for generations, home craftsmen are 
discovering that it pays to use good materials ... more 
and more do-it-yourselfers are turning to quality mate- 
rials such as genuine mahogany.” 

Subsequent promotional pieces will include a series 
on do-it-yourself projects in mahogany to give further 
merchandising support to dealers at the local level. 


Winners Named in Design Contest 

Names of prize winners in the recent architectural 
design competition sponsored by the Washington 
Brick and Lime Co. and Pack River Sales Co. have 
been announced: 

First prize winner was Walker, McGough & Trog- 
don. Winner of second prize was Moritz Kundig and 
E. Norman Sylvester was awarded third prize. Hon- 
orable mention went to Paul W. Sandstrom. 





stops wate penetration 
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CEMENT PAINT 


¥ a wher 


OUTDOOR campaign launched by The Reardon Co., makers 
of Bondex and Dramex, features 24 sheet posters like the 
above. Concentrated in major markets, they graphically 
remind homeowners of the watersealing properties of Rear- 
don products 
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YALE 
EADLOCKS 





YALE #197 DEADLOCK L®I 


YALE HAS THE PRODUCTS 
AND THE POINT OF SALES DISPLAYS 
THAT SELL THEM FAST! 


YALE 
Deadlock 
Display GM-3 
features Nos 
112;197 
YALE 


wt 


ev 
745% || FREEL SEND NOW! 
“ Write for valuable booklet 
“The Key to Selecting Auxiliary Locks” 
THE YALE & TOWNE MFG. CO., 
Lock & Hardware Div., White Piains, N.Y. 


\ VALE, REG. U6. PAT. OFF 
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apes YALE & T 
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_among the dealers... 


New England Lumberman 
Celebrates 80th Birthday 


Robert W. Chatfield, president of 
The Housatonic Lumber Co. and 
one of the oldest active members of 
the lumber industry in Connecticut, 
celebrated his 80th birthday in 
August. 


Asked to comment on some of the 
changes he has seen in the industry, 
he said: 


“After 66 years in the retail lum- 
ber business, and at 80, it’s hard to 
remember all the details of so varied 
a career. From the horse and bug- 
wy days to these fast moving times 
is a saga befitting a volume—and 
a tale too long to recount. 


“The lumber business is a good 
sound one and rewarding in more 
than a monetary way,” he contin- 
ued. “The satisfaction of furnish- 
ing a product that gives comfort 
and is essential to the well-being of 
all is immeasurable. That sums up 
my idea of the character of the 
business I have been in for so many 
years.” 


Chatfield mentioned that he has 
been reading and subscribing to 
American Lumberman for 55 years. 
“T have enjoyed it and learned much 
from it.” 


He quoted from an old copy: 
If you haven't time to read the 
American Lumberman, have one of 
your employes read it to you. It 
will make him a good lumberman 
and a good employe which will be 
nice for you because some day you 
may be working for him.’ That was 
by Douglas Malloch, the lumberman 
poet who contributed to the maga- 
zine for years,” he added. 


Mr. Chatfield has no plans for 
retiring. As he explains it, “It has 
been said that the old lumberman 
seldom dies and never surrenders. 
I am endeavoring to make good this 
tradition.” 





Obituaries 





Henry Muncy, 63, manager of Ste- 
oe and Muncy Lumber Co., Berea, 

y., died recently from a heart attack. 
He had been ill since May, but had 
appeared to be recovering. Mr. Muncy 
had been a member of the lumber firm 
for 45 years. 


Carl W. Steinman, 74, vice-president 
of Steinman Lumber Co., Milwaukee, 
Wis., died August 26 after a brief ill- 
ness. Mr. Steinman had been with the 
lumber firm about 50 years and had 
been its vice-president for more than 
20 years. The company was founded 
in 1872 by his father. 


R. W. CHATFIELD in his office in Der- 
by, Conn. President of Housatonic 
Lumber, he has been in the retail lum- 
ber business for 66 years. 


OLA Annual Meeting 
Scheduled for Oct. 20-21 


The ninth annual convention and 
merchandising mart of the Okla- 
homa Lumbermen’s Association will 
be held in Oklahoma City, October 
20-21, according to Alfred Leon- 
hardt, president. 

Exhibitors 
from all over the 
country will dis- 
play lumber and 
building mate- 
rial products and 
services during 
the meeting. 
Dealers are 
urged to check 
their stocks be- 
fore attending 
and place orders for materials at 
OLA’s merchandising mart. 

Theme of this year’s convention 
is Upgrading Our Net and Paul 
Hollenbeck, president of Lumber 
Service Co., Burbank, Calif., will 
open the business sessions with an 
address on Your Cost of Doing 
Business. 

Another feature of the conven- 
tion will be the building of a Lu-Re- 
Co house in front of the Munici- 
pal Auditorium by a crew of Long- 
Bell Lumber Co. men under the 
supervision of Art Knott, Enid. 


Hollenbeck 


Pacific Coast Lumber 
Plans $40,000 Store 


Pacific Coast Lumber Co., San 
Luis Obispo, has announced plans 
for a new $40,000 store to be built 
at its Santa Barbara, Calif., yard. 
The store will handle hardware, 
paint and building materials. A 
planing mill will also be added to 
the yard. 








American Lumberman 
ran the message to the 
right in the September, 
Home Improvement issue 
of Popular Science 
Monthly . . . where it 
will be seen by many 

of the folks in your 
trading area... to 

hoost you as the first 
point of contact for 
building, material 

and tools. This paid 
advertisement is part of 
American Lumberman’s 
exciting Industry 
Service Program — a new 
series of useful dealer 
ideas and services 
designed especially 

for you. To keep posted 
on this program: read 
American Lumberman 


every other Monday! 
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Whatever Your 


Needs in 
Bullair 


See your lumber dealer first when 
building. He can be a one-stop, 
complete solution to your building 
problems. The average lumber deal- 
er can offer you practical help with 
plan, lot, loan, material and con- 


Material 


See your lumber dealer first for 
material. He normally stocks more 
than 2,000 different products, and 
offers you the most diversified local 
selection in color, grade, price and 


Tools 


See your lumber dealer first for 





tools. He usually carries the larg- 
est, most complete local stock of 
hand and power tools; and in addi- 
tion, will often rent the more costly, 
heavy power equipment to you, at 
surprisingly low rates. 


See Your Lumber Dealer First! 


buf 


oat aac tenr OF PUBLIC INTEREST SPONSORED BY 
AND BUILDING PRODUCTS MERCHANDISER 


INESS MAGAZINE FOR MORE THAN 82 YEARS. 








BUILDING Propucts MERCHANDISER (For more data on advertised products {ill in the coupon on page 86) 








THE LUMBER MARKET 


Fears Over Shortages 
Of Rail Cars in West 


SAN FRANCISCO With the 
northern California lumber mar- 
ket roaring along at the finest clip 
in years, industry spokesmen are 
beginning to express some appre- 
hension over the possible effects 
on the market of severe freight car 
shortages. 


Transportation itself is not so 





much the problem, these spokes- 
men point out, inasmuch as lum- 
ber can be diverted from rail to 
truck haulage. 

“The threat arises,” Lumber peo- 
ple in the San Francisco bay area 
declare, “from the fact that if car 
shortages result in a shut-down 
of the mills, there just won’t be 
any lumber to be transported.” 

Some mills in the Pacific North- 
west served by the Spokane, Port- 
land & Seattle line, as well as 
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This one is in the catalog — it’s good as gold! 


(Goldblatt Tool Co., 1944 Walnut, Kansas City 8, Mo.) 
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WHY PAY MORE ? 


QUALITY BUTTS, GERMAN MAKE, SHIPPED IMMEDIATELY 
FROM STOCK IN OUR NEW YORK WAREHOUSE 


Open territories available for factory representatives 


COTESWORTH, CURTIS, RATHBONE & SHEPPARD, LTD. 
475 Fifth Ave., New York 17, N. Y. 
7 BRusseLS — 


Case Quantity Price 
100 29 pr. 
100 .33 pr. 
200 32 pr. 
100 32 pr. 
100 -32 pr. 
100 69 pr. 
100 .67 pr. 
100 45 pr. 
100 45 pr. 


Importers Since 1872 
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California border mills served by 
Southern Pacific and the North- 
western Pacific report the 
ceiving only a smail percentage of 
the cars ordered. 

Meanwhile all segments of the 
industry in northern California 
continue to watch with deep inter- 
est talk about the proposed merger 


of AFL and CIO unions in the 
Pacific Northwest lumber indus- 
try. 


Demand Good, Prices 
Are Steady in Tacoma 


TACOMA—Demand for virtual- 
ly all types of lumber continues 
to be good, supplies are plentiful 
and prices are steady. 

Production this year has not 
been seriously affected by forest 
fires. In fact, State Forester L. T. 
Webster reports that forest fire 
damage thus far in 1955 is down 
considerably from that of a year 
ago. So far, he says, 422 fires this 
year have burned over 449 acres 
of state-owned timber and grass- 
land, as compared with 463 fires 
which burned over 1,280 acres dur- 
ing the same period a year ago. 

Interest in publicly owned tim- 
ber continues to be high. Illustra- 
tive was a bid of $40 per thousand 
board feet for state owned hemlock 
timber in Jefferson this week by 
the Northwest Door Co. of Seattle. 
The bid, which was for 180,000 
feet of timber, was a record price, 
according to state land commis- 
sioner Otto A. Case. 


Overall Market Firm 
In Seattle Region 


SEATTLE—The overall! market 
is still firm with a few items a 
little up or down. Production and 
orders are more in balance. 

Good operating weather is con- 
ducive to larger output, but some 
items are hard to buy. Kiln dried 
fir lumber is very strong, but ran- 
dam dimension is a little weaker. 
Specified dimension, both green 
and dry is strong. Timbers are 
almost impossible to buy. Dry 
hemlock prices are unchanged and 
firm. 

Shingles are stronger in at least 
three grades. No. 1 perfections 
move at $12.75-$13.25 while No. 1 
five X sells for $10.75-$11.00. No. 
38 5X, which has been bringing 
$4.75, now has a top price of $5. 
Other grades are firm at previous 
quotations. 

Western red cedar siding prices 
are the same and very firm. Mills 
have heavy order files up to sixty 
days. 

The pine market is strong but 
some prices have advanced or re- 
treated. C and better Ponderosa 
selects are up $15-$25 while com- 
mons have dropped $1-$2. 

Idaho white pine selects in D 
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grades are down $15-$20, but com- 
mons run about $5 higher. Select 
sugar pine D grades can be pur- 
chased a little cheaper. A wider 
spread between No. 1 and 2 dry 
Englemann spruce is apparent 
with prices adjusted to fit the 
spread. 


Pronounced Strength 
in All Lumber Grades 


KANSAS CITY Pronounced 
strength in all grades of lumber 
has been manifested in the south- 
west in recent days. 

The depth of the price firmness 
is seen with the ability of mills to 
obtain list quotations for finish, a 
grade that has been dragging all 
summer. While prices for finish 
are not advancing the mills are 
again able to get $150 a thousand 
for C & btr stock, something they 
haven’t been able to do for some 
time. 

Common boards are up $1-$2 a 
thousand in recent days. The 6- 
inch boards on the west side of 
the Mississippi are commanding 


around $83 for kiln-dried stock and a | IT 
8-inch lumber is $88-$90. On the J 


of 
east side of the river, air-dried — al 
lumber is selling about $2 a thou- 
sand under kiln-dried. al rey 

Dimension stock is in good de- QUALI ry 

mand with the price strength laid 
to shortages of key items. The 
2x 4’s, in 14 and 16-foot lengths Precise standards of manufacture guarantee the 
are bringing $85 and those in the uniform excellence of C. D. Johnson lumber... 
10 and 12-foot lengths command years of experience insure perfection of condition 
$80. The 2x6’s are selling at $85 and accuracy of tally. Our customers know that 
and the 2x8’s at $87. every shipment of C. D. Johnson lumber will be 
exactly what they ordered because C. D. Johnson 
traditionally does the job right. Your first order 
Prices Remain Stable will convince you 
In Baltimore Area 


BALTIMORE Southern pine 
continues very stable in this area, 
and wholesalers report that they 
still are unable to procure as much Manufacturer: WEST COAST LUMBER 
of it as they would like. This is 
attributed to below normal produc- Mills: TOLEDO, ORE. Shipments: RAIL AND WATER 
tion due to the effects of hurri- Sales Offices: EQUITABLE BUILDING 
canes Connie and Diane. Price- ; 
wise, there is very little change, PORTLAND 5, OREGON 
and dried roofers still bring close 
to $88 per M. 

West coast fir is increasing in 
scarcity as well as price. Railroad 
car shortages continue to delay 
shipments into this locale; and 
dealers do not look for this condi- 
tion to change very much until late 
November. Random lengths of 
green Douglas fir bring around $82 
per M at the mills; while the speci- 
fied lengths can be had for about 
$85 per M. 

Oak flooring is very scarce, and 
prices have shown some advance- E 
ments. Clear, plain red oak floor / 
ing now is bringing close to $230 Ps 
per M, while select red can be pur beh tt 
chased for about $224.50. "GEORGIA~ PACIFIC titaood Company 
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Lumber Prices at Press-Time REDWOOD 


Bevel Siding 





























The following index is intended merely as « check on buying practices. It is a compilation = BE 4 V-G" Citar All Heart... 122.60 
and average of mill prices af press time and should not be considered as current on the day mx 8 V.G. Clear All Heart.....146.00 
the magazine is received. The prices should be useful in following market trends and as @ az . va. Clear All Heart aoe 183.58 

x Aa. ar @art....«- 5 
check on purchases made approximately ten days before receipt of the magazine. x10 V.G. Clear All Heart... 166.00 
%x 6 V.G. Clear All Heart..... 159.50 
%x 8 V.G. Clear All Heart..... 186.50 
DOUGLAS FIR WESTERN PINES %x10 V.G. Clear All Heart..... 212.50 
%x12 V.G. Clear All Heart..... 224.00 
Vertical Grain Ficoring Ponderosa Pine 5/4 RW Note: A grate e -  e Osta 
. $5.00 less for an n above 
x4 Be. 169.00 106-08 Selects and sizes. 
cvespebsesse ' ‘ 82 or 48 4s/4RW 6/4 RW 8/4 RW 
Fiat Gratin Flooring C&éBtr. RL 275.00 290.00 290.00 Anzne Siding 
Oe RR SFE 145.00 140.00 90.00 Shop, $28 
 Brrrirrice 165.00 160.00 120.000 Not Nog i512 VG. Clear All Heart... ..260.00 
Drop Siding ete nehebetie i Note: Deduct $15.00 for A Grade. 

1x6 (Pat. 1° 160.00 1656.00 110.00 Commons, $2 48 

ixé (Pat. 160.00 1656.00 110.00 Se ed a 2 ‘4 
Cetting Ix 8 RL ....110.00 79.00 70.00 1x 4 Clear Heart S48........++- 170.00 

1x12 RL ....118.00 79.00 70.00 1x 6 Clear Heart S4S........... 195.00 

+ oe dbseceund 195-00 ie 4 hes Iduho White Pine <5 eer pep ae Civaebedess ati ee 

eeeeeeeeeee e x ° Selects $2 or 48 x ear GATE BEBecccccccvsce ° 

Boards and shipla and 2” (Green) 1x4 1x6 1x8 1x10 1x12 Clear Heart S48........... 240.00 
ixe ix8 1x10 1x12 C&Rtr. RL .270.00 270.90 270 00 2756 00 
No. 1 .......71.00 170.00 72.00 76.00 Se 210.00 215.00 210.00 235.00 

ES em 66.00 68.00 64.00 73.00 Commons, 523 or 48 

NE Bers 61.00 61.00 61.00 66.00 No. 1 No 2 No.3 

‘ ee ais wie 160.00 150.00 108.00 WESTERN HEMLOCK 

No. 1 Dimension 1x12 ....++++.185.00 160.00 110.00 Vertical Grain Flooring 
ax 4 8200 $200 $300 81.00 8100 Sagar Pine Selects 08 or 8 , B@Btr. C D 
ox 6 41.00 83.00 8000 8300 83.00 same. aL.* Lay TS Beh o/s Sy Ses cutee. 150.00 145.00 90.00 
2x 8 4.00 82.00 8900 81.00 80.00 CRT, ..... 28000 97K an 220 An { 
2x10 83.00 84.00 81.00 81.00 81.00 “ett 220.00 230.00 230.090 “lat Gratm Pleoring 
2x12 81.00 79.00 79.00 81,00 81.00 Shop, $28 gg epg res. 136.00 t2an0 en a | 
Se, @: Bimension es Not Ne, No.3 SED \haaueste res 140.00 135.00 105.00 
ec clon > ihaie . . ' 
ze Tes Thee 0088 Bees fee SN. cvbstons oxen 162.00 122.00 80.00 «= Wrap Siding 
2x 8 80.00 79.00 76.00 77.00 177.00 1x6 (Pat. #106).135.00 130.00 105.00 
2x10 80.00 81.00 77.00 77.00 77.00 1x6 (Pat. #116).135.00 145.00 95.00 
2x12 77.00 177.00 76.00 177.00 177.00 OAK FLOORING ules 
* ‘elllng 
a 2 SamsEateD r/t onty 61.00 Clear Pin x24 x1 %x2 %xl% % x4 110.00 106.00 0.00 
SE GUudiescceestbctcierceccn 58.00 White 197.00 175.00 180.00 165.00 ix4 115.00 11600 80:00 
EE sd cngensorysi ndipednetaes tn mee 206.009 180.00 180.00 165.000 XE vee veeee 
TS i on sea Fat ieantee bbrees 44.00 Sel Piain Hourds and Shipliap and 
EE Matehaine 5 tks cada vekiel ad 42.00 White 187.00 172.00 170.00 155.00 2 (Dey) i ae 
te 192.00 177.00 170.00 155.00 x x 
(Add $15.00 for dry lumber) 4 iE areas 74.00 76.00 76.00 78.00 
#1 Com. ee Bee 67.00 69.00 &740 72.00 
White 187.00 172.00 160.00 145.00 RE vizen dies 60.00 52.00 62.00 61.00 

RED CEDAR SHINGLES Red 192.00 177.00 160.00 145.00 

ws x #2 Com. No.1 rae os a - ” 
‘ Pin. White 2 y ; 4 4 
oe } oe 4/9, 15.75 & Red 110.00 85.00 90.00 75.00 2x 4 87.00 87.00 87.00 87.00 87.00 
No” ; 94° 4/ 9.50 #1 Com. 2x 6 87.00 87.00 87.00 87.00 87.00 

0. 4/2 5.50 a Btr. 2x 8 87.00 87.00 87.00 87.00 87.00 

Verfections Shorts 2x10 87 00 87.00 87.00 87.00 87.00 
No. 1 18” 5/2% 12.75-13.25 1%” 130.00 92.00 100.00 865.00 2x12 87.00 87.00 87.00 87.00 87.00 
No. 2 18” K/2% ve 
No. 3 18” 5/34 4.50- He No. 2 Dimension 

UENO SOUTHERN PINE Bx & $2.00 82.00 $200 8200 82:00 

” ra ox 5 é ° . e a 
Rod eh EEWertteat Gente Piossteg i) tian 4198 488 Tuas ste 
: ” soe a 4 x10 - ’ R J 
No. 3 16 5/2 4.75-5.00 sos Mies... POTTS sexes sehes 2x12 79.00 79.00 80.00 81.00 84.00 
Flat Grain Flooring No. 3 Dimension r/1i onty 
WESTERN RED CEDAR 1m4 .......4+44-170,00 160.00 125.00 2 See ee 63.00 
DE: saceveesabes 176.00 165.00 125.00 - : settee eee eeeeesererereeeees sped 
Prices for Western Red coteg sidin D a BD Seererroeereceseevovesevete . 

im mixeé cars, new bundlt rop Siding ES: ic wakes eaten ep ip ies Se rare 56.00 

epee = 7s 1x6 #106 ....... 191.00 170.00 140.00 Sn 2 caudcKubeden il rtetkeos boke 56.00 

Beveled Siding, % inch 1x6 #116 .......191.00 170. 140.00 

ear =r = Roards & Shipia 
by ‘ inch. . . .190.99 96. 90 50.00 ’ x6 1x8 1x10 1x12 
ee oes No. 1 ( 
by 6 inch....115.00 110.00 95.00 Grade - + 140.00 140.00 145.00 178.00 ENGELMANN SPRUCE 
% by 8 inch....160.00 146.00 106.00 No. 2 ...... 84.00 80.00 87.00 98.00 Boards and Shiplap (dry) 

Chose pepe saben inch No. 8 ...... 70.00 78.00 76.00 76.00 ate Ae 

cocccccsoed 176.00 140.00 x x x10 1x12 
10 inch | "206.00 200.00 170.00  “®& * Dimension (Dense) No. 2&Btr. 106.00 103.00 103.00 112.00 
12 inch .........220.00 215.00 165.00 ae a sehce seh ee seh'ee ashes om 4 No. 3&Btr. 81.00 85.00 82.00 85.00 

Finteh, B ant ner, 83 or 48, 2x 6 103.00 107.00 106.00 116.00 120.00 wo, 1 Dimension 
to 17 or Rough 2x 8 108.00 108.00 101.00 111.00 116.00 : 
iz : voonbebnennenwaeabre ry 260.00 2x10 116.00 116.00 116.00 120.00 134.00 12’ 14’ 16’ 18’ 20° 
inte vastus puded steaeeudeeseaee $70.08 2x12 182.00 182.00 132.00 142.00 147.00 2x 4 78.00 78.00 78.00 78.00 78.00 

coe ns OGY ng, 4 Dimension (Dense) ax ¢ i609 Te00 ge9e 1008 1e00 

Pete: » 2x 4 94.00 94.00 97.00 107.00 112.00 2x10 79.00 81.00 79.00 79.00 79.00 

ee aBtr c D 2x 6 91.00 94.00 91.00 101.00 106.00 2x12 80.00 80.00 80.00 82.00 82.00 
1x3 186.06 12600 100.00 2x 8 94.00 92.00 89.00 99.00 104.00 
an: SeReoennres 186.00 13500 100,00 2x10 95.00 99.00 96.00 110.00 116.06 No, 2 Dimension 
ev erececers . . . 2x12 91.00 91.00 91.00 115.00 120.00 >: P : 
. , . : 
Discount on moldings, 6’ to 20’ odd 2x 4 73.00 73.00 73.00 73.00 73.00 
lengthe. No. 3 K/L Only 2x : pL a 71.00 71.00 71.00 73.00 
|g RR rer re ree 76.00 2x 0 77.00 75.00 75.00 75.00 

Series 8,000 2x10 74.00 76.00 74.00 74.00 74.00 

Listing under 400—iiat plus 250% | RES Seates ree wacome Sees 2x12 75.00 75.00 75.00 77.00 77.00 
wind ae 86G Eh cette tress te eeeeeeeeeeeees . 
: ‘s p a}? COCO C OEE H ESE EEE eeeee oa Milla are now grading boards No. 2 

Clear Lattice, G/1@ = 1%"—8 to 1 BEIZ wee eee eee eeeeecees ++ +- 61.00 and 3 common. Mille do not grade out 
SEE Web SEccctiletentostsewese 1.60 All prices based on kiln dried stoek. No. 3 dimension as in fir. 
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Where and How 
RUN GaeLACURY MENU ay PINE Gets that way 
TIC eLGmMyy Well | 





ILL. 


We 


4 
et 


OT anette, 
Step by Step Through this Modern Plant to Fordyce Famous Quality 


1. Debarker and chipper to convert pine 5. Modern electric Planing Mill; two high 
waste into usable raw material for pulp and speed matchers; Pine Flooring machine with 
paper mills. end matchers; three moulders, sander, double 
2. Two modern 8’ band mills and one 6’ end trimmer with grade marker; wrapping 
vertical band resaw facilities and dressed storage. 

3. Entire Pine production is carefully dried 

in these kilns to SPIB specifications. 6. Plant for pressure treating with Wolman 
Salts for protection against decay and insect 


4. Closed sheds for storing rough kiln dried : 
Minalith 


Pine lumber prior to dressing to customer’s attack; also for treatment with 
pattern; capacity 6,000,000 feet. fire-retardant 


To avoid the uncertainty of Lumber Anonymous : Vince 
7, ) ; -“ 
Buy Brands You Know 71889 


it LUMBER COM PLA NY 
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Forged Iron Bracket 


An ornamental forged iron bracket 
having many interior and exterior uses 
in contemporary and traditional homes 
has been added to the forged iron 
hardware line created by the manu- 
facturer. Ornamental bracket No. 
15624 is said to be sturdily made for 
maximum strength. It is available in 
three sizes: 4” x 3”, 6” x 4%” and 
8” x 6”, and in three finishes: olde 
copper and rust resisting dull black 
or relieved iron. A two-color box con- 
tains a pair of brackets, with 10 pair 
to a carton. The 8 x 6 forged iron 
bracket is shipped in a counter display 
carton with a back panel allowing 
sampling of one bracket. McKinney 
Manufacturing Co., Dept. AL, 1715 
Liverpool St., Pittsburgh 33, Penna 


For more data circle No. 1 on coupen, p. 86 


Dura-Shield Coating 


A new all-surface protective coating 
for its asbestos-cement siding products 
is announced by the manufacturer 
This coating, called Wrap-Around Sili- 
cone Dura-Shield, is an improved ver- 
sion of the company’s previous coat- 
ing. Dura-Shield is applied to the 
front, back and edges of the siding. 
The inclusion of silicone in the new 
coating is said to give the siding a 
high surface resistance to water. The 
Flintkote Co., Dept. AL, 30 Rockefeller 
Plaza, New York 20, N. Y. 


For more data cirele No. 2 on coupon, p. 86 


Light Oak Finish 


Abitibi Woodgrain Hardboard in a 
new light oak finish is being intro 
duced. This additional grain finish 
widens the range of Abitibi Hard- 
boards. The new Oak Grain Hardboard 
is available in panels four feet wide 
and from four feet to 16 feet in length. 
Abitibi Power & Paper Co., Ltd., Dept. 
AL, 408 University Ave., Toronto, 
Ont., Can. 


For more data circle No. 3 on coupon, p. 86 
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Starter Kitchen 


Offered to dealers at a special display 
discount price is a new starter kitchen. 
Unit includes Norge built-in oven and 
cooking top; Beauty Queen electric 
sign is optional. Free-standing back- 
ground is provided free with purchase 
of display. Toledo Desk & Fixture 
Co., Dept. AL, Maumee, Ohio. 


Fer more data circle No. 4 on coupon, p. 86 


Fitzall Combination 


A new combination screen and glass 
storm panel (screen can be had sep- 
arate), said to fit any commercially 
made basement steel sash (2 lite 15 x 
12), is announced. Fitzall screen unit 
can be bought with or without glass 
storm panel. This Fitzall combination 
is engineered so that the screen sec- 
tion is always on the steel sash (win- 
ter and summer) and the glass storm 
panel fits into a channel on the outside 
of the screen. Simple to install, no 
tools needed but a screw driver, it is 
said. Fitzall comes complete with 
spring steel clips and screws. Rockford 
Factories, Inc., Dept. AL, P.O. Box 
26, Rockford, Il. 


For more data circle Neo. 5 on coupon, p. 86 


Rubber Scraper Blades 

An improvement in rubber scraper 
blades for its line of plaster and mor- 
tar mixers is announced by the manu- 
facturer. The new type is more flexible 
than those previously used. It is ar- 
ranged to contact the entire inside 
surface of the mixer drum, keeping it 
polished and easy to clean after use. 
The manufacturer states that a sub- 
stantial majority of its customers now 
specify rubber scraper blades. They 
have a tendency to reduce damage to 
mixing blades caused by small pebbles 
not screened from the sand. Muller 
Machinery Co., Inc., Dept. AL, 248 
Whitman Ave., Metuchen, N. J. 


Por more data circle No. 6 on coupen, p. 86 


Garage Door Stencils 


Strand Garage Door Stencils offer 
the homeowner an opportunity to dec- 
orate his Strand all-steel garage door 
with an attractive and colorful silhou- 
ette. The stencils come in four differ- 
ent designs, offering a choice to corre- 
spond with all types of communities. 
The four designs are: a Greyhound 
$-415, Sea Gulls S-416, Sailboat S-417, 
Desert Scene S-418. Complete instruc- 
tions are enclosed with the stencils. 
Stencils are 25¢ each. Strand Garage 
Door Div., Dept. AL, Detroit Steel 
Products Co., 3103 Griffin St., Detroit 
11, Mich. Y 


For more data circle No. 7 on coupon, p. BC 


Economy Kit 


The new 22-piece Mall drilling, sand- 
ing and polishing kit, named the Econ- 
omy Kit, is said to contain all the 
equipment needed by woodworking 
enthusiasts for basic projects. In ad- 
dition to the Mall Model 149B Drill, 
the kit includes pedestal, nine bits, 
rubber backing pad, polishing pad, 
six abrasive discs, paint stirrer, side 
handle and steel carrying case. The 
149B Drill has an AC-DC 25 to 60 
eycle motor and a voltage rating of 2.3 
amperes. The complete retail price of 
the Economy Kit is $29.95. Mall Tool 
Co., Dept. AL, 7725 South Chicago 
Ave., Chicago 19, Il. 


For more data circle No. 8 on coupon, p. 86 


Aluminum Understructure 


A new prefabricated aluminum un- 
derstructure, known as Fiberlum, is 
announced. Parts are made of alumi- 
num sections two, three and four feet 
long which fit together to make any 
size understructure needed for patios, 
carports, terrace covers, tool houses, 
buildings, greenhouses, etc. The cov- 
ering material can be of fiberglass, 
aluminum or any sheet material. Dec- 
O-Grilles, Inc., Dept. AL, 502 Park 
Place, Long Beach, L. I., N. Y. 


For more data circle No. 9 on coupen, p. 86 
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Si LUDMAN PRODUCTS ARE YOUR KEY TO MORE SALES! 


LS. Famous LUDMAN Products are your best assurance of 
big volume. For LUDMAN creates the market for you... . 
promotes heavily .... directs its efforts towards your 
customers .. . . and creates a demand for LUDMAN 
Products. The famous AUTO-LOK Wood Window . 
and every LUDMAN Product... . has a big success story. 

There is no better line . . . . no line so valuable to a dealer. 
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WOOD WINDOWS 





Seals tighter than 
a refrigerator 
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A COMPLETE LINE OF HIGH QUALITY WOOD AWNING WINDOWS 


LUDCO Single Sash Wood Awning Windows 
FLEXIBLE USE 























Ask your jobber for LUDCO single sash wood windows to fit a 
home ... and thousands of new homes are designed with this @ 
in mind. Builders like this inexpensive, completely flexible style 
can be stacked in multiple banks, vertically and horizontally, 
beauty and quality. Both help to increase home sales. These Lud 
tures help you get more than your share of the market...units f 
with either roto-type operator and concealed hardware, or f 
type hinge and push bar with or without hardware cover pla te F 

continuous heads, sills, and jambs that retain attractive narrow si ; 
lines ... completely weatherstripped . . . the easiest operating, str 

est, positive-acting hardware yet designed .. . assembled for Gul 
easy installation. Yes Sir, LUDCO assures you of quality at ap 


ENDLESS VARIETY OF COMBINATIONS 


Ludman provides greatest selection of possible combination 
window arrangement . . . greater flexibility for Ludman AU 
' and LUDCO single sash units match. LUDCO single sash hard 
also available for LOF-type frames or any size awning 


BIG HOUSING MARKET 





BOTH TYPES OPEN WITHOUT 
TOUCHING SCREEN 






ADD EXTRA SALES 
° 






Send coupon now for details, 


LUDMAN CORPORATION, North Miami, Florida—DEPT. AL-9 


Please send full details of Auto-Lok Wood Window Single Sash 
Roto-Operated Window Single Sash Wood Push-Out Window 


Ch iccckevdicaes ces cteaeeapierre é- Zone...... ee 
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(begins on page 74) 






































All-Aluminum Storport 


The all-aluminum Storport can be 
built by the do-it-yourselfer in four to 
six hours, it is claimed. The Storport 
is 8 x 10’ long, 6 to eaves. All it 
takes to assemble parts is a screw 
driver and pliers, it is said. Concrete 


floor slab must be furnished. The 
Storport is made of embossed wood 
grain aluminum with wooden door, all 
fasteners are included, plus easy-to- 
follow instructions. Assembly is sim- 
plified with such features as pre-as- 
sembled roof rafters, all holes drilled, 
full length roofing and siding which 
eliminates splices. General Products 
Co., Dept. H-4-AL, Fredericksburg, 
Va. 


For more data circle No. 10 on coupon, p. 86 








Talk-A-Phone System 


New Automation intercommunica- 
tion system provides two-way private 
conversation between stations without 
use of any controls at either station 
during conversation. Super Chief sys- 
tem is operated automatically by your 
own voice. Available in 10-station 
capacity (model ACS-7110) and 20- 
station (model ACS 7120). System in- 
corporates new conference control fea- 
ture that permits private conferences 
between as many as four stations 
without interference from any other 
station and without any of the parties 
operating any controls during the con- 
ference. Talk-A-Phone Co., Dept. AL, 
1512 S. Pulaski Rd., Chicago, Il. 
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Electric Saw 

Portable, electric radial saw, weigh- 
ing only 169 pounds, and operating on 
DC or AC current, is expected to ap- 
peal particularly to builders who use 
small DC generators at the job site. 
New portable tool has a free speed of 





5,700 rpm’s; depth of cut is 3 1/16”. 
Accessories include legs to convert saw 
into stationary unit and sander-shaper 
kits. Skil Corporation, Dept. AL, 5033 
Elston Ave., Chicago 30, Ill. 


For more data circle No. 12 on coupon, p. 86 





Siding Colors 

Two new colors in asbestos-cement 
siding, Salem red and colonial yellow, 
have recently been added to the Carey 
Ceramo siding line. Salem, a deep 
red, and Colonial, a bright yellow, have 
the same baked on ceramic glazed sur- 
face as the other colors, sherwood 
green, granite gray, congo brown, sage 
green and whiter brighter white. This 
ceramic surface is said to seal out dust, 
grime, stains and moisture and never 
needs painting. The Philip Carey Mfg. 
Co., Dept. C-6-AL, Cincinnati 15, Ohio. 
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QUALITY AND SERVICE FROM A LEADING MANUFACTURER AND DISTRIBUTOR 


SOUTHERN WOODS 
Yellow Pine—A.D. & K.D. 
Finish — Boards— Dimension 
Oak Flooring —Poles—Piling 


Sales Office—Southern Finance Building 


WESTERN WOODS 
Fir—Hemlock— Cedar 
Spruce— Ponderosa Pine 


Poles — Piling 


Portland, Oregon 








Sales Office—The Equitable Building 


PLYWwoooD 


Augusta, Georgia 


GP) at GEORGIA— PACIFIC 
COMPANY 
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TWIN HARBORS 
~- LUMBER COMPANY 


INCORPORATED 1921 


ABERDEEN, WASHINGTON 










Manufacturers and Distributors 
of 
WEST COAST WOODS 
Douglas Fir, Hemlock, Cedar, 
Pine, White Spruce 
AND SHINGLES 


Each office of Twin Harbors is 
geared to provide fast, experienced 
and complete information regarding 


placement of your order 


BRANCH OFFICES 


Portiand, Ore New York, N. Y 
Eureka, Calif Medford, Mass. 
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Ful-Spline System 

A fully mechanical, economical ap- 
plication of Fiberglas acoustical tile 
to gypsum board through an adapta- 
tion of the Ful-Spline system is an- 
nounced. Adaptation was made pos- 
sible by development of a special Duo- 
Fast Air Tacker and flared seven- 
eighth inch staples. Light weight of 
the Fiberglas tile and its dimensional 
stability, plus the up to 50-to-1 holding 
power ratio of the Ful Spline staple, 
is said to make it possible to use tile 
as large as 24 x 24” with this system. 
A wide variety of ceiling design is pos- 
sible with the Ful-Spline method. 
Owens-Corning Fiberglas Corp., Dept. 
AL, National Bank Bldg., Toledo 1, 
Ohio. 
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Common Rafter Meter 

A handy dial-type meter which ex- 
plains the operations involved in cut- 
ting the common roof rafter has been 
prepared by De Walt. It is claimed 
the meter can be used in conjunction 
with any radial or table-type saw. It 


can be used to predetermine the angles 
for level and plumb cuts without em- 
ploying a carpenter’s square. To op- 
erate, the user dials the circular 
wheel to any one of 19 common roof 
pitches. Then, in a window cut-out, he 
reads the indicated miter settings for 


the desired level and plumb cuts, the 
length per foot of run, and the rise 
per foot of run for that particular 
pitch. De Walt, Inc., Dept. AL, 3046 
Fountain Ave., Lancaster, Penna. 
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What's Your Answer? 


A good ten-minute quiz for use in a sales training meeting could be 
based on the questions below. Covering both editorial features and manu- 
facturers’ advertising in this issue, it will provide a quick test of product 
knowledge and degree of reading retention. Answers on page 83. 


What’s Your Score? 9 or 10 correct: Excellent! 


7 or 8: Good. 5 or 6: 


Fair. 


1. What company advertises with the phrase “America’s Most Com- 


plete Line for Weather-Snug Homes”? 


2. Who is the final arbiter of brand and grade specifications in the 


great majority of retail sales? 


3. What truck manufacturer advertises its product as “Task-Force” 


trucks? 


sales? 


signs, quickly and easily? 


relations and operating efficiency? 








4. How much does Siegel Lumber Co. say the firm is saving in materials 
handling with its new fork-lift truck? 


5. Who offers you, free, a new farm plan display rack to boost roofing 
6. How can your employes produce attractive and professional looking 


7. What company produces Frost Golden Pine? 
8. What are two advantages of flexibility in storage fixtures? 
9. What firm makes “Dutch Boy” Paints? 


10. How does Connecticut firm, DeForest & Hotchkiss improve industrial 
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EXCHANGE SAWMILLS SaLes Co. 


Since 1879 


1400 R. A. LONG BUILDING 


KANSAS CITY, MISSOURI 








PHONE: VICTOR 6560 
TWX KC-484 


WManupacturers and Distributors 
SOUTHERN AND WESTERN WOODS 


Sales Department for YONCALLA LUMBER CO., YONCALLA, OREGON % Green Fir Dimension ¢ 


Boards * Cutting 








WHITE FIR 
Trade Mark 


Registered 





PONDEROSA PINE 


INCENSE CEDAR 
High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 


CALIFORNIA 
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( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


L NOT SHRin« 
CKS AND STAYS tT 











aeet dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
ear.” What's more, 

urham’s Rock- 
Hard Water Putty 

ives you by far the 

st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fall out or chip off. Durham’s Rock-Har 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel . yr or polish it to a velvet smooth 
finish, Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play Available in 25, 50, 100-lb. drums for 
ndustrial users. Order from your jobber. 


The PLASTIC Repair. Material 
in POWDER Form 



















Now Anyone Can 
Putty windows 


THE DUO-FAST 
PUTTY KNIFE 


Here's the ‘’Do-lt- 
Yourself” putty knife 
your customers want 


— The Professional Skill __ 
is built right int 


























Patented shaper end 
packs, shapes, trims 
putty with one easy 
stroke. Other end is a 
handy scraper blade 


Spring Steel « Rustproof Plating 
Comfortable Wood Handle 
Packed 12 to Counter Display Box 
See jobber or order direct. 


FASTENER CORP. 


FLETCHER § HI OO 14, ikl 
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Color Chords for Kitchen Har- 
monies, a color planning guide, is a 
comprehensive kit containing kitchen 
color plans and samples of a new line 
of colors and stains. The kit, in com- 
bination with new catalog, offers a 
wealth of professional decorating in- 
formation to aid in selecting a Wood- 
Metal custom-designed kitchen’ in 
colonial or contemporary style. Wood- 
Metal Industries, Inc., Dept. AL, Krea- 
mer, Snyder County, Penna. 
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Cutting construction costs and in- 
creasing usable floor space by use of 
thin wall sections is subject of a new 
booklet, CA-18. Up to one square foot 
of space may be gained for every 
lineal foot around the perimeter of 
each floor by using thin wall sections 
of vermiculite concrete in spandrel, 
panel and curtain wall construction 
it is said. Pamphlet also points out 
this type of wall offers fire protection, 
light weight, insulation and wind-re- 
sistance along with ease and economy 
of construction. Booklet suggests a 
wide range of applications. Zonolite 
Co., Dept. AL, 135 S. La Salle St., 
Chicago 3, Ill. 


For more data cirele No. 17 on coupon, p. 86 


Lodgepole Pine is the subject of a 
new eight-page consumer folder in full 
color. Stressing the beauty of the 
wood paneling, the folder is designed 
for use as an envelope stuffer or for 
a handout piece in retail yard show- 
rooms. Write for publication No. 329, 
Western Pine Association, Dept. AL, 
Yeon Bldg., Portland 4, Ore. 
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Synkoloid brochure contains com- 
plete data on Synlith Rubber-Viny! 
masonry paint and Prime ’n Fi!] build- 
ing block coater. Synlith, formulated 
on rubber-vinyl! base, is said to be rec- 
ommended for use on stucco, building 
blocks, brick, plaster and concrete as 
well as asbestos-cement siding. Book- 
let also describes use of Flexi-Patch 
and Spackling Paste for repairing ex- 
terior and interior surfaces, and use 
of Synko Surface Conditioner to elim- 
inate sandblasting. The Synkoloid 
Co., Dept. AL-P, 3345 Medford St., Los 
Angeles 63, Calif. 
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Punched card procedures for more 
efficient handling of accounts receiv- 
able is described in a new illustrated 
six-page folder TM-922. A _ single 
punched card produces many records 


such as daily invoice registers, daily 
cash listings, aged trial balances, 
monthly statements, past due state- 
ments, ete. Punched card method is 
also said to improve customer rela- 
tions, lessen clerical work, eliminate 
errors, reduce correspondence, speed 


collections and tighten credit control. 
Remington Rand Div., Sperry Rand 
Corp., Dept. AL, 315 Fourth Ave., New 
York 10, N. Y. 


Por more data circle No, 20 on coupon, p. 86 
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Build Better Masonry with Atlas 
Mortar Cement is a 24-page booklet. 
Pointing out the advantages of the 
product, it also illustrates quality- 
control methods used to achieve and 
maintain high product performance. 
Sections on recommended practice cov- 
ering materials, proportioning, mix- 
ing, laying of units and handy refer- 
ence tables of useful data are included. 
Universal Atlas Cement Company, 
Cy <2 100 Park Ave., New York 
17, 


For more data circle No. 21 on coupon, p. 86 


Magnesium hand trucks are de- 
scribed in a new illustrated bulletin 
that gives complete specifications and 
technical data on the line. It also gives 
data on a new hand truck selection 
plan which permits user to custom de- 
sign a Magliner hand truck to meet 
his exact requirements. According to 
the firm, over 200 individual models 
are available, each constructed from 


standard component parts. Bulletin 
also describes optional accessory 
equipment. Magline Inc., Dept. AL, 


1900 Mercer St., Pinconning, Mich. 
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Transite Warm Air Duct, a four- 
page folder presents installation and 
performance advantages of asbestos- 
cement Transite as a duct for perim- 
eter heating and air conditioning sys- 
tems. Folder covers both radial and 
loop perimeter systems and includes 
photographs of various installations, 
complete information on sizes, lengths 
and fittings. Several methods of join- 
ing are illustrated. Johns-Manville, 
Dept. AL, 22 E. 40th St., New York 
16, N. Y. 
For more 


data circle No. 22 on coupen, p. 86 


Catalog L-10-55 illustrates many 
samples of specially built hand trucks 
and explains nature of Leebaw’s serv- 
ice to the materials handling industry. 
The firm carries no stock item truck, 
but exclusively designs, engineers and 
custom-builds all hand trucks to exact 
customer specifications and job re- 
quirements, at what are said to be 
stock truck prices or less. Leebaw 
Mfg. Co., Dept. AL, 65 Wayne Ave., 
Youngstown, Ohio. 
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Chemical Sealant reference guide 
and chart explaining the multiple uses 
of special sealants in a variety of op- 
erations, describes proper sealants for 
use in hundreds of industrial applica- 
tions. Also included are descriptions 
of those exceptionally resistant to 
vibration, resistant to hot and cold 
acids, alkali and salt solutions and to 
coolant chemicals. Specially planned 
to help solve industrial sealing prob- 
lems said to cost industry more than 
$1 million a year through failure to 
use proper and effective sealants to 
prevent leakage and seepage. Perma- 
tex Co., Industrial Div., Dept. AL, 
P.O. Box 1, Brooklyn 35, N. Y. 
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NEW PRODUCTS 
( begins on page 74) VA LE 
a Mylar Acoustical Tile Cover \ 





Mylar, gravure-printed with special 
flame resistant inks by the Shellmar- 
Betner Flexible Packaging Division, is 
used as a covering for the Sonofaced 
acoustical tile of Owens-Corning Fi- 
berglas. Chosen because of its dimen- 
sional stability and durability, the 
printed Mylar is said to make the Fi- 
berglas tile easily cleaned, fade resist- 
ant and long-lived, without disturbing 
its acoustical properties. It is essen- 
tial that each tile be an exact match 
for its neighbor in the acoustical ceil- 
ing. Shellmar-Betner uses a spectro- 
photometer to maintain critical color 
matching. Continental Can Co., Dept. 
AL, 100 E. 42nd St., New York 17, 
, oe & 
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Gate Latch Lock 


A new ornamental gate latch lock 
assembly can now be purchased for 
use on single acting gates and doors. 
Its positive slide bolt action effective- 
ly locks gate or door from the inside; 
provides for use of padlock where de- 
sired. All parts, except the phosphor 


\k 
bronze spring, are made of heavy j - 
gauge wrought steel. The assembly : 
can be used on right or left-hand gates 
swinging either in or out. Always ap- ‘43 


TRAVELOK (L107) 





plied from the outside, the ornamental “ 
pull is 10%” long. Arrowsmith Tool & 
Die Corp., Dept. AL, 9700 Bellanca ON BUREAU ON HOTEL On LIQUOR 
Ave., Los Angeles 45, Calif. enewee Saree eer pe irate 
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Compressor and Spray Unit YALE HAS THE PRODUCTS AND THE 


Small, low-cost, piston type air 


design is. said to be a fully profes. | WLU UM MEY USUAL BS 


sional, high capacity air compressor 
even gD 


within price range of average home- 
owner. Driven by electric motor, the THAT SELL THEM Ya 
compressor, single or twin, is easily Le 
portable and needs only standard ” ites 
house electrical outlet for power. 
Completely oil-less. No strainers or 
filters are needed to produce clean dry 
air at the spray nozzle. The compres- 
sor also is quickly converted into op- 
eration as a vacuum pump, increasing 
its usefulness around the home and 
shop. Bell & Gossett Co., Dept. AL, 
Morton Grove, III. 
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Hand Trucks 


Design refinement on 17 sizes and 
models of American Hand Trucks has 
been announced. The trucks, formerly 
of bolted construction, will now be " 
manufactured as complete welded vo q FREE! SEND NOW! 
units, forming smoother, more rigid \ Write for valuable Yale 
trucks. Whee! sizes and axle locations i \ "Steck Hardwore Catalog” 
have been changed in some models and ) THE YALE & TOWNE MFG.CO, 
trucks are now equipped with smooth, Lock & Hardware Div., White Plains, WN. Y. 
sturdy pressed-steel noses for greater >) 
strength and less weight. The Ameri \v VALE AEG. us. Pat. ore 


c , r Ce., - AL, 42 Wis r 
sthickon Ave, Philadelphia 29, Penna pameees YALE & TOWNE 
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the ultimate in cab-over-engine design 


Now—you can get all the benefits that cab- 
over-engine design has always promised . . . but 
never before fully achieved! The moment you 
meet these new Mack D Series cab-forward 
trucks and tractors, you'll realize how far 
ahead they are in compactness, maneuvera- 
bility, and accessibility. That means you bene- 
fit from increased load capacity . . . shorter 
turning radius .. . ease of maintenance which 
shortens every inspection and servicing opera- 
tion. And you'll applaud their trim, taut lines, 


combining modern good looks with money- 
making practicality. 


Moreover, when you take a good, deep- 
down look, you'll see that they embody the 
familiar Mack construction, providing strength 
without structural makeshifts, assuring the 
same traditional reliability and long econom- 
ical life that have made Macks the choice for 
even the most demanding operations, the 
toughest working conditions. 


eS « 
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MACK’S NEW VERTI-LIFT CAB 
GIVES YEARS AHEAD DESIGN! 


Fast-acting and safe to operate, the D Series Verti- 
Lift cab is raised straight up and securely locked 
in seconds by means of a hydraulic hand pump or 
optional electric-hydraulic motor. Full exposure of 
front of chassis, engine and all accessories is quickly 
accomplished without disconnections of any kind. 
No other “cab-overs”’ give such easy and complete 
accessibility. 








ONLY MACK CAB-FORWARD DESIGN BEST FILLS 
ALL 10 BASIC “‘CAB-OVER” REQUIREMENTS 


® UTMOST COMPACTNESS 

® GREATER MANEUVERABILITY 
® MAXIMUM PAYLOADS 

® UNEXCELLED VISION 

® DRIVER COMFORT 

® LOW MAINTENANCE COSTS 
® COMPLETE ACCESSIBILITY 

® ADAPTABILITY 

® RELIABILITY AND ECONOMY 
® EASY SERVIC'NG 


Strong claims? Not when you get first-hand proof! 
See the new D Series at your Mack branch or 
distributor, or write for descriptive literature. 
Mack Trucks, Empire State Building, New York 


Available as straight truck from 20,000 to 28,000 pounds 
G.V.W. or as tractor in the 40-53,000 pound G.C.W. range. 





68°’ FROM BUMPER TO BAC K O F CAB-LIFT 
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Jiffy gives 
you a SAWHORSE 
when you want it 


Jiffy Brackets and 2x4s are all you need 


NO NAILS + NO BOLTS + NO SCREWS 


ALL-WELDED CONSTRUCTION. Use 
any 2x4s for legs and cross- 
bar ...set up or knocked 
down instantly. 

Each package is a colorful 
counter display. 12 
Sets to a carton. 
Dealer helps Frez. 






Nationally advertised 
order from your 
wholesaler, or direct if 
he cannot supply you. 


GRAND HAVEN STAMPED PRC 


GRAND HAVEN, Mi 












LELAND 


FLUSH DOORS 


3 Beautiful Lines 


ADMIRAL 


Made from A-Select Birch 


Made from A-Birch 


ROTARY LAUAN 


Select 


Superior Quality — beautifully grained, 
smooth textured FLUSH DOORS — All 
Urea Resin Glue—Select kiln dried 
wood frame—Birch Doors—Noted for 
Weathering and Durability 


Unlimited stocks prompt shipments, 
large or small, Highest Quolity doors, 
at lowest prices 


ORDER NOW! 
IMMEDIATE DELIVERY 


LELAND FLUSHWOOD DOOR CO. 


SUTTONS BAY, MICHIGAN 
Tel. Suttons Bay 1-2453 














Dealer Merchandising Kit 


A new Dealer Merchandising Aids 
kit of sales and promotional material 
has been announced. Containing 11 
pieces of material, the kit has been 
designed to help the dealer sell every 
segment of his market, including 
builders, architects and decorators. It 
is called a “hard-hitting double-bar- 
reled salesmaker, loaded with ammu- 
nition to help dealers sell new Savan- 
nah oak paneling.” Georgia-Pacific 
Plywood Co., Dept. AL, 270 Park Ave., 
New York, N. Y. 
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Gate Lock Display 


Three-color display carton with 
transparent window is said to aid deal- 
ers in displaying and storing new 
Arrowsmith gate latch lock and pull 
assembly. Three assemblies, complete 
latch lock and pull (GL 200 B), latch 
lock only (GL 202 B) and gate pull 
only (GL 201 B) are available. Arrow- 
smith Tool & Die Corp., Dept. AL, 
aed Bellanca Ave., Los Angeles 45, 
Calif. 
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King-Size Tile Display 


The increasing popularity of king- 
size tiles is responsible for a new plas- 
tic display. Light and durable, meas- 
uring 17'x27”, the sales aid may be 
hung on the wall or used for display 
purposes. Provision is made for dis- 
playing four 8%x8% Miraplas tiles. 
Also included are matching or con- 
trasting trim pieces. Miraplas Tile 
Co., Dept. AL, 980 Parsons Ave., Co- 
lumbus 6, Ohio. 
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Christmas Promotion 


An easily put together colorful pa- 
perboard fireplace, free with orders 
for its X-19 Christmas Tool unit is 
offered by Stanley Tools. The 19-tool 
unit also includes free decorated poly- 
ethylene stockings for gift wrapping 
16 of the tools and Christmas tags for 
three tools too large for the stockings. 
The Stanley Works, Dept. AL, New 
Britain, Conn. 
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Color Selector 


A new Self Service Color Selector 
provides a bin for each Formica color 
and pattern, 25 swatches to a bin. Cus- 
tomers may select samples of particu- 
lar colors or patterns they wish to take 
home and study. Cover for the 
swatches (entire assembly held to- 
gether by a staple) provides a fine 
take -out-of-the-store merchandising 
package. Swatches are actual pieces 
of the decorative printed paper used 
in building up finished Formica sheet. 
The Formica Co., Dept. AL, Cincinnati 
32, Ohio. 
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Fasteners in Blister Card 


Said to be ideally suited for impulse 
sales are Rocket Devices wall fasten- 
ers. Wallgrips fasten fixtures to hol- 
low walls, Neo-Grips to soft or brittle 
walls. The two anchors are packaged 
in transparent plastic blisters mount- 
ed on instruction cards. Each package 
includes handy wrench for easy instal- 
lation. Rocket Devices Corp., Dept. 
ot 142 Liberty St., New York 6 
ae F 
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SCREW ANCHORS 


Scru-Tite Anchors 


A remarkable development in screw 
anchors for brick, wood, glass, plastic, 
masonry metal, etc., is claimed by the 
manufacturer. Named Scru-Tite, these 
self-expanding screw anchors are 
made of tenite and weigh but one- 
tenth as much as metal anchors. 
Tenite plastic is more conformable 
then metal, it is said. Because of this 
and their straight untapered design, 
Seru-Tite anchors take a full firm 
grip on the side walls of any hole and 
once the screw is in, their outer sur- 
face actually follows the crevices of 
the hole for a solid permanent grip. 
Seru-Tite anchors are available for 
all serew sizes and lengths. Master- 
craft Plastics Co., Inc., Dept. AL, 
95-01 - 150th St., Jamaica 35, N. Y. 
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Nyslides 


A complete line of Nylon drawer 
glides and guides, claimed to insure 
feather smooth and quiet drawer ac- 
tion, is announced. Non-binding, needs 
no lubrication and is said to be sim- 
ple, quick to install. Hardware De- 
signers, Inc., Dept. AL, 256 Madison 
Ave., Irvington 11, N. J. 
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What's Your Answer? 


(Questions on page 77.) 


1. Macklanburg-Duncan Co. See ad 
pages 14-15. 


2. The retail lumber dealer, as ex- 
plained in editorial page 34. 


3. Chevrolet Div. of General Mo- 
tors whose ad is on page 23. 


1. $5,000 annually as outlined in 
article beginning on page 36. 


5. Kaiser Aluminum & Chemical 
Sales, Inc. See coupon page 28. 


6. By using the easy-to-use kit of 
sign-making equipment described in 
article on page 40. 


7. Forest Products Div., Olin Ma- 
thieson Chemical Corp. See ad page 29. 


8. Grouping of related products can 
be changed when advisable, and also, 
products can be moved around the 
store for seasonal changes in displays. 
See article page 49. 


9. National Lead Co. See Dutch 
Boy in Disneyland ad on pages 42-43. 


10. By holding regular employe- 
management meetings, as outlined in 
article on page 52. 
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EQUIPMENT for 


removable horizontal 


sliding windows 
Patent Applied for 
® Sash glide easily on round-top tracks 


® Flexible bronze pressure strip at head has two fold purpose 
1. It is good weatherstrip 2. It permits easy sash removal 


® Extruded sill with adequate weep holes and drip pan, pro- 
vides quick drainage with no danger of sill rot 


* This equipment permits the use of stock windows which 
eliminates the necessity of having special mill work 


Ideal for shoulder high windows . . . in bathrooms, kitchens, bedrooms. 
Horizontal sliding windows equipped with No. 890 ALL-Glide are 
E-X-P-A-N-S-I-B-L-E. Use them singly or in multiples. 


ALLWEATHER Balance Strip 
with FLOCKED COIL SPRINGS 


ALLWEATHER Balance Strips No. 490, 90, 810Z, 812Z and 814Z are furnished 
with FLOCKED COIL SPRINGS. 

Adjustability is built in No. 490 and 90. Balance tube with semi-cantilever 
action insures weatherstrip contact in all kinds of weather. The base section is 
always in close contact with jamb insuring stability, FLOCKED COIL SPRINGS 

se are concealed by a functional part of the strip itself. 

7 810Z, 812Z and 814Z are a combination of weatherstrip, 
flocked springs and spring covers making effective, economical 
sash balance and weatherstrip combinations. 

Laboratory tests show that ALLWEATHER Balance Strip 
efficiency in reducing air infiltration is far in exceas of American 
Wood Institute Specification Standards. 

Tests made by the University of Minnesota 
Institute of Technology Testing laboratory in 
cooperation with Weatherstrip Research Insti- 
tute, show that double-hung wood windows, 2 y 
when metal weatherstripped show an infiltra- CSEANe 
tion ratio 6 TIMES LESS than non-weather- " 
stripped windows. 


ALLMETAL Weatherstri 1 Company 


Nome "ALLMETAL” Reg. U. S. Patent Office SINCE 1 
2243 North Knox Avenue i 39, Wlinols 





WEATHERS TRIP 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 


Rates: 

1 Time —20c¢ per word for each insertion. 
Minimum charge of $1.00 per line. 

5 Vis — ee gor Weed Bee ete consecutive 

insertion. Minimum charge of 75¢ 

per line. 

Add $1.50 insertion of blind ads bea 
per ring 

or cash discount 

All ads tor classitied section must be in Pub- 


ao Go fp oem 6 
or borders 





me 
=a 


CAN cpemgnetan. 
. Clark St., Chicago 2, 





HELP WANTED 





An old established manufacturer of standard 
and architectural mill woe serving Ohio, 


and. ble competent superintendent, detailer 
churches, cadena and pub i 


cellent working conditions to the “right ary. 
piste @, experience, sal ot 
aw. America @ Lumberman, “Inc ~ Inc. 





MILLWORK 
2 DETAILERS & BILLERS—l ESTIMATOR. Ap- 
plicant must be competent, dependable, and 











experienced in architectural millwork for 
schools, hospitals, churches, public and office 
buildings. Per t positi lent work- 
ing diti and air diti d offices. Ex- 


cellent opportunity with a large and old es- 
tablished manufacturer (since 1907). State 
experience, availability, salary, age, etc. Age 
is no barrier if in good health. All replies held 
in strict confidence. The Kaaz Woodwork Co., 
ne., Leavenworth, Kansas. 





DETAILER AND BILLER 
Florida Special Millwork Company wishes to 
employ experienced Draftsman who can make 
details and bill into Mill. None but competent 


men need ly. Ad 
me ed a = dress Box G-50 American 


Large long-established Den building 

als distributor has fine ie eppertunity for — 
enced energetic At in its Sash and 
Seer a J including | ielmew | and 


Wines our, experience and guiecters to 








Box G-41, A 


1 ESTIMATOR — 2 DETAILERS & BILLERS 
uired by 
poss in Chie. Z 
and reliable, ced in architectu 
public 


work for po Bo 4 chure and office 
buildings, Permanent position, excellent work- 
ing conditions with good offered. Give 
oe resume, he oy availability and " 
Reply to Box by. <n American Lumberman, Inc. 








HELP WANTED 





pose — 





For gr one of several open 
territories. ny uh connections in south 
and west. Present sa earning top 
Curry-Thrash Lumber Corporation 
Box 846 
Meridian, Mississippi 
MILLWORK 


Man wanted who is thoroly experienced | 
rvise purchases and inventories of ~ a 4 
millwork and detail special” must be familia 

Seed ot ty. 4 fore A ng - 
~ t.. ay Ges re ope re 

=" aie 

Speteneee man with retail yard experience. 
nity for Sirascenens. Milwau- 
— ty. State age and salary expected. 
Address Box G-26 American Lumberman, Inc. 


a WANTED 
Man with retail yard | and some Millwork ex- 
an. Wiscons 


ee chan ts tenon Address Box G-27 
American Lumberman, Inc, 


DELLWORK MANAGER 


y(t 














Wholesale War cus- 
tom sho Minneapolis. Sinn. area. og os 
Box G- a. Inc. 





Wanted, lumber salesman Cleveland, Ohio. 
and surrounding territory. Also salesman for 
Buffalo commons both commission basis. _Ret- 


SALES REPRESENTATIVES 








WANTED 

Representative for advertising estab- 
lished 36 years. Call on retail | and 
building materials dealers in New York, New 
ersey ~~ — x Ayn New d states. 
Knowledge dvertising or experience 
calling on retail lumber and building material 
executives. Salary. _commisions, bonus. Ad- 
dress Box F-21, Lumb Inc. 








Sales representative wanted to sel] to retail 
lumber yards throughout the country. he | 
quality imported hardware such as butts. she 
brackets, etc. These are wee | items and 
pay a generous commission. List lines carried 

years in business. Address Box G-45, 
American Lumberman, Inc. 





SALES REPRESENTATION 
AVAILABLE 





Manufacturer's Agent successfully selli: 

oduct to lumber dealers, Lag and 

ing materials jobbers in r Midwest _ 

sires second product. " Ac ess Box G-46, 
b ic. 











LINES WANTED — facturers’ repr 

tives calling on 3... top. kitchen cabinet, 
bathroom vanities, dinette trades and retail 
lumber yards in New York, New Jersey and 
Connecticut seeks additional lines, including 
plastic laminates and adhesives. Warehousing 
facilities available. Address Box G-58 Amer- 
ican Lumberman, Inc. 





erences required. Address Box G-44, 
Lumberman, Inc, 





UNUSUAL OPPORTUNITY FOR 

Young man as special millwork estimator in 
Colorado. Must be experienced in listing and 
pricing millwork from plans. Familiar with 
C.B.A. State age, education. experience and 
salary expected. Address Box G-51 American 
Lumberman, fe 

Wholesale Lumber ‘Firm with ‘elfices in = Deyten. 
Ohio, desires to employ young man under 35 
with gece knowledge of the lumber business. 








BUSINESSES WANTED 





Want to Buy—Lumber Yard on contract. Have 
no money—I was born in lumber business— 
ave a lumber yard fon 10 years. I 
am 33 years old and would prefer Catholic 
town in Iowa or Wisconsin. Address Box G-57 
American Lumberman, Inc. 








BUSINESS OPPORTUNITIES 





Excellent opportunity for man with biti 
Good salary. Very little traveling. 
Apply in own hand writing giving personal 
ory, education and experience background. 
Send picture. 


Address Box G-53 A i Lumb Inc. 





WANTED: good secretary ond imneraghes, 
G salary. Ad- 
dress Box G-54 American Lumberman. Inc. 


SITUATIONS WANTED 


MILLWORK SURVEY & DETAILING 
A firm of mill men offers a quantity survey 
and detailing service. Years of experience. 
Results guaranteed. Your inquiries invited. 
Address Box F-49 American Lumberman, Inc. 


Young married man—age 25—2 years college, 
with 8 years experience in all phases retail 
building supp tor and as- 
sistant manacer. Address Box G-56 American 
Lumberman, Inc. 




















Experienced lumberman will be available in 
thirty days, retail or wholesale. Can invest if 
desired. Prefer Indiana, Ohio or Michigan. Age 
a Address Box G-55 American Lumberman, 
ne. 





SALES REPRESENTATIVES 
WANTED 





Wanted, experienced invoice clerk capable of 
invoicing stock millwork. H oppertenit 
for advancement with old, well establishe 
millwork concern, Write or call: 


Scott Graff Company 
Duluth, Minnesota 
WANTED — Yard Foreman—Man_ ‘familier with 
sivieg cad inspecting low- ion hardwoods. 
ve experience han men. Estab- 
lished operation, Chicago District. Steady 
pn mae a be sober and ——. Ad. 








WANTED: Yard Foreman, also Counterman— 
generous to conscientious workers—South- 
eastern Mic m. Address Box G-52 American 
Lumberman, Inc. 
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Metal Moulding Salesman 
Full time or side line. To call on lincleum— 
hardware—turniture stores—cabinet shops— 
lumber dealers — man ers and — 


LUMBER MILL — EST. 1919 
Wholesale-retail, present sales $600.00 month. 
N. W. Ohio. 10 acres, R.R. siding. complete 
equipment, owner retiring. priced to sell. 
APPLE CO. BROKERS VVELAND, OHIO 





BUSINESSES FOR SALE 





For Sale or Lease long established retail lum- 
ber yard in Rocky Mountain oi] and uranium 
area. Ample sheds, yard space, trackage and 
parking. ity: A equipped. Inventory approxi- 
mately $110. Fixtures and equipment 4 
proximately $20. 000. Will sell ‘? retail $30. 
accounts receivable $200,000 will handle. Ad- 
dress Box E-43, American | Lumberman. Inc. 
FOR SALE 
Old established retail Lumber and Building 
material yard and pla mill, located in 
Central New York on the > fy R.R. and Barge 
Canal, in a community of 33,000. Present ie oe 
erators wish to retire. Write Box F-23, 
can Lumberman, Inc. for complete ~ 





FOR SALE Profitable lumber and building = 
oy of the most productive farming area in 
Northern Illinois. Complete stock. Business 
ae large farm pickup trade. Business is clear. 


opportunity for 
Address Box F-24, rican 








energetic man. 
Lumberman, Inc. 





YARD FOR SALE 
Retail Lumber, hardware and coal yard in 
Northern Kentucky. Coal conveyors to dump 
truck. Good paved yard. Been in ae 
for 40 years. vill inventery. Address Box F-25, 





sale distributors. Repr 

of complete quality » oy ef aluminum and 
stainless stee] mouldings. Exclusive territories 
ogee. National Aluminum Company, 
Alum Creek Drive, Columbus 9, Ohio. 
WANTED—Representatives calling on lumber 
and building material dealers to sell new Dri- 
Wall Lifts, etc. Nationally advertised. profitable 
items. See our ad in this issue. Write, givin 
details about territory covered, lines handled, 
etc. Builders Tool & Equipment Co., Box R67. 
Warsaw, Indiana. 





September 


19, 





retail lumber yard in Southwestern 
Michigan, situated on busy highway. Onl 





yard town. Reasonably priced, good vol- 
| gy Address Box G-33 A 
ne 


Lumber and Building Material ‘Yard. “Southern 
Michigan. Rich in agriculture, resorts and 

industry. Age demands retirement. Liberal 
Terms. Address Box G-34 American Lumber- 
man, 


1955, 


AMERICAN LUMBERMAN AND 

















MACHINERY WANTED 





Wanted to Buy 
Heads for A-20 Yates. Matcher heads, pro- 
file, etc. All milled bits for same. State arbor 
size and price. Advise if straight or tapered 
spindles on sideheads. If can use will buy. 
Address Box G-31 American Lumberman, Inc. 


MISCELLANEOUS FOR SALE 


CARPENTERS APRONS 
Write tor prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis. Minn 











DOUBLE YOUR INCOME from your news- 
paper advertising by using our low cost 

imber-r-r’’ cartoons. For FREE proofs write 
to DAVID LILLY ADVERTISING, Box 167, Long 
Beach 1, California. 





WANTED — RAILS 





RAILS, New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kiln Trucks, in stock 


$6.00 each. 


M. K. FRANK 
480 Lexington Ave., New York 17, N. Y. 





LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industria! Clears 
Standard sizes through 16/4 
Also 
Extension Ladder Rails 


Mouldings Cut Door Stock 
Millwork Blanks Step-Ladder Stock 


Inquiries answered promptly: 


Al Clements Lumber Co. 
©. Box 908 
Eugene, Oregon 


Phone 6-253! TWX EG-048.U 





MOLDINGS 
W. P. O. and Philippine 
Mahogany — All patterns. 
D. F. interior jams and 
exterior rabbetted jams. 
These items available for 
straight or mixed car shipment. 


ARROW MILL COMPANY 
2440 S. Arrowmill Ave., Los Angeles 23, Cal. 





USED MACHINERY FOR SALE 





We are changing to a 72 carrier and lift 
truck package and offer for sale 1 two vear 
old Ross straddle carrier Series 70 model 6663— 
60” capacity. Price $3175.00 f.0.b. our plant. 
This machine is like new and a bargain at 
the above price. 


HUSS LUMBER COMPANY 
1359 West Fullerton 
Chicago 14, Ill. 





For Sale: One complete sawmill, 8 foot band, 
7 foot horizontal resaw. Mill in good working 
order and available at once. Address Box 
G-48, American Lumberman, Inc. 





FOR SALE 
We will shortly release for sale a 6-10-Al 
Stetson-Ross planer in practically new condi- 
tion, completely motorized and with all S-R 
suggested attac’ ts. Also one V-54".C 
Mershon resaw migd by 8. A. Woods. Write 
us for details. 
HUSS LUMBER COMPANY 

1350 W. Pullerton Ave., 

Chicago 14, Illinois 

Phone Lincoln 9-1 


FOR SALE—Gerlinger lumber carrier. model 
SRH, capacity 30,0002. varkage size #9’’x72’’, 
excellent condition. $1595.0%. Contact Shipp'ng 
Utilities. Inc., 3107 Pine St., St. Louis, Mo. 
Je 1-5500. 


BurLtpInc Propucts MERCHANDISER 





NEWS 


(begins on page 8) 





George E. Thompson Co., 363 
Timber Engineering Company, 309 
Towmotor Corporation, 541 


Unique Balance Co., Inc., 249 
United States Gypsum Company, 350 
United States Plywood Corporation, 244 


v 


Van-Packer Corporation, 371A 
Veach-May-Wilson, Inc., 360 
Visking Corporation, The, 104 


w 


Washington Steel Products, Inc., 243 
Weather Proof Company, The, 202 
West Coast Lumbermen’'s Association, 341 
Western Pine Association, 339 
Western Red Cedar Lumber Association, 343 
Weyerhaeuser Sales Company, 342 
Williams-Brownell Inc., 360 
Winton Lumber Sales Co., 280B 
Wood Conversion Company, 332 
Woodco Corporation— 

General Woodcraft Co., 344 
Al Willis Sales Company, 613, 615, 617, 619 


Y 
Yale & Towne Manufacturing Co., The, 536, 
538, 545, 547 
Yale & Towne Mfg. Co., The— 
Lock & Hardware Division, 220 
Youngstown Kitchens, 212 


Z 


Zegers Incorporated, 120A 
Z & K Tool Company, 442 
Zonolite Company, 245 





Architect-Consultant Joins 
American Lumberman Staff 


James N, Lin- 
denberger has 
been named 
architectural 
consultant for 
the American 
Lumberman, 
Herbert A. 
Vance, publish- 
er, has an- 
nounced. 

Lindenberger’s duties on Amer- 
ican Lumberman will be to design 
a series of retail building mate- 
rials showrooms for modern mer- 
chandising. 

Lindenberger is a graduate of 
Northwestern University where he 
earned a degree in civil engineer- 
ing. He has been associated with 
Skidmore, Owings & Merrill as a 
structural architect and designer. 

Jim later worked with the Wil- 
liam F. Deknatel firm and the 
George F. Keck organization where 
he specialized in better homes of 
advance design. 

Since 1952, he has operated his 
own architectural office. 


Lindenberger 


NSDJA to Hold Annual 
Meeting October 3-5 


Three action-packed days are 
planned for the country’s stock 
millwork industry when the North- 
ern Sash & Door Jobbers Associa- 
tion holds its 14th annual meeting 
in Chicago, October 3-5. In addi- 
tion to NSDJA members, members 
of the Atlantic Millwork Institute 
and the Southern Sash & Door Job- 
bers Association will attend the 
meeting. According to NSDJA 
president, Clarence M. Kimball, 
about 600 are expected to register 
for the meeting. 

Stimulating panel sessions, open 
forum discussions and addresses 
from prominent business and in- 
dustry leaders will highlight the 
three-day meeting. 

Members of various trade asso- 
ciations will be present to report 
on industry actiyities concerning 
millwork standafds, promotional 
programs and supply and produc- 
tion conditions. Among these are 
officials and members of National 
Woodwork Manufacturers Associa- 
tion, Ponderosa Pine Woodwork, 
Fir Door Institute, Douglas Fir 
Plywood Association, Insulation 
Board Institute, the wood preser- 
vative treating industry, glass and 
molding companies. 


NAHB Invites Russians 
To See U. S. Housing 


The National Association of 
Home Builders has invited the 
Soviet government to send a group 
of Russian housing officials to the 
United States in October to inspect 
American homes and examine the 
modern construction techniques 
that have made this the _ best- 
housed nation in the world. 

NAHB President Earl W. Smith 
of El Cerrito, Calif., disclosed that 
the invitation was extended to the 
Russians on August 29, through 
Soviet Ambassador Georgi N. 
Zaroubin in Washington. He said 
the invitation has been approved 
by the U. 8. Department of State. 


Hardware Show Features 
Outdoor Living Display 


One of the largest displays of 
outdoor living equipment and ac- 
cessories ever assembled will! be a 
prominent feature of the lawn, 
garden and light farm equipment 
division of the 10th National 
Hardware Show, October 17-21, at 
Navy Pier, Chicago. 
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Pneumatic Lift Truck 


FT P30-24, latest addition to the FT 
series fork lift trucks, has a lifting 
capacity of 3,000 pounds at 24-inch 
load center. It is equipped with pneu- 
matic tires, available with either Die 
sel, gasoline or LP gas engines; Buda 
matic torque converter transmission is 
available as optional equipment. De 
signed for installations with serious 
floor loading problems, the new model 
offers greater flotation, reduced 
weight concentration and more even 
weight distribution. Weighs 6,375 
pounds and turns in 72” intersecting 
aisles if equipped with single wheels 
or in 78” aisles with dual wheels. 
Allis-Chalmers Mfg. Co., Buda Divi- 
sion, Dept. AL, Harvey, Ill 


For more data circle Neo. 38 on coupon, p. 86 


HIS BLANK 





_ i” 


Light-Duty Truck 

A new four-wheel drive Interna- 
tional light-duty truck, model R-120 
(4 x 4), is announced. Gross vehicle 
weight rating of the new truck is 
7,000 pounds. It is offered in four 
wheelbases between 115 and 134”, and 
is powered by the high torque 108 h.p. 
International Silver Diamond 220 en- 
gine. The Silver Diamond 240 engine, 
developing 131 h.p., is optional. A 
selection of pickup and stake bodies, 
as well as a utility body, is available. 
Optional tires for high ground clear- 
ance or for added flotation are offered. 
International Harvester Co., Dept. AL, 
180 North Michigan Ave., Chicago 1, 
Ill. 


For more data circle No. 39 on coupon, p. 86 


“What's New” Items 


Advertised Products 





Bulk Handler 


New Napco Loader, model NL-50, 15 
cubic feet, front end loader with front 
wheel drive and rear wheel steering 
is designed for handling all bulk ma- 
terials. Short turning radius, low cen- 
ter of gravity and good balance are 
said to give the loader extremely high 
maneuverability for swinging through 
box car doors and in and out of tight 
spots. The loader’s lift capacity is 
1,250 pounds and it has an exception- 
ally high maximum lift of 7'6” under 
the bucket hinge said to enable it to 
dump into hoppers and high truck 
boxes. Napco Construction Equip- 
ment, Napco Industries, Inc., Dept. 
AL, 834 N. Seventh St., Minneapolis, 
Minn. 

For more data circle No. 40 on coupon, p. 86 


(continued on page 88) 
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AMERICAN LUMBERMAN 
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(Please Print) 
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City lone. Stote 
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+ ’ a McCracken & MeCall, Inc 
A d Vv e rt i Ss e r Ss | n e x Menominee Indian Mill 
Moultile, Ine. 
Mowbray & Robinson Lbr, Co 


Aen Steel Co >? Exchange Sawmills Sales Co 
le Steel Ce (eR) Mower Lumber Co., The 


Aetna Plywood & Veneer Co 

Allmetal Weatherstrip Co 3 (CA) Farrin Lbr. Co., The M. B 
Aluminum Co. of America ¢ (cB) Fastener Corp. .. National Lead Co 
Aluminum Products Co 3 (CC) Federal Hardware Products Neils Lumber Co., J 
American Door Co is Div. Federal Aircraft Works 33 

American Lumberman and Build- (CD) Fordyce Lbr. Co, 3 Pack 


ing Products Merchandiser . .68 (C8) Frost Forest Products Div., Olin 
Anaconda Co., The Bh Mathieson Chemical Corp 


River Tree Farm Products 
Ponderosa Pine Woodwork 


Power Door Co 
Appalachian Hardwoods 


Armstrong Cork Co : (CF) Georgia-Pacific Plywood Co 3 if 
" ‘ R-B Company, The 
(CH) Goldblatt Tool Co 


Russell & Erwin Div, The 

(CJ) Graham & Co., Inc., John H preetndi Hardware aa . 

Bemis Hardwood Lbr. Co . : ’ 7 ! 
(CK) Grand Haven Stamped 


Bendix Mouldings, Inc Products Co. 

Bruce Co., E. L. 3! Silerest Co., The 
Builders Tool & Equipment Co Southern Screw Co 
Stanley Works, The 


. Hallinan Lumber (Co 
ER SE te TG Hamer Lumber Sales, Inc 


: . Tarter, Webster & Johnson, In 
‘alifornia Sugar & Western Infra Insulation, Inc hil P P C 
Pine Agency, Inc. ii oo ulp & iper 0 
. Rinene > ' Twin Harbors Lumber Co 
anadian Forest Products Ltd Jaeger Machine Co., The 
Johnson Lbr, Co., C. D., Div. o ‘ ‘ 
Georgia-Pacific Plywood Co 7 U, 8, Gypsum Co 
‘hevrolet Div, of General U'. S. Plywood Corp 
Motors K ' 
*hiconee He Kaiser Aluminum & Chemics 
hicopee Mill Ine Sales, Ine, 


‘ertain-teed Products Corp 
‘herry River Boom & Lbr. Co 


Upson Co., The 


—— Fuel and Iron C Kimble Glass Co,., Sub. of Van Valer 
- +. . Owens-Illinois Bf Visking Corp., Th 
‘onnecticut Mutua aife - : . oc - pated is ‘ 
set Sates & 5S ec : 
Insurance Co p Kwikset Sales & Service Co 


Lumber Co 


‘otesworth, Curtis, Rathbone 


. Wales Lamber Co 
& Sheppard, Ltd 


Leland Flushwood Door Co Wendling-Nathan C 
Crescent Plastics, In« Ludman Corporation Western: Whulssotia 
Crisp Lbr. Co., M. E Lufkin Rule Co., The : Willamette Valley Lbr. C 
pan satay Shag Wood-Mosaic Co., Ine 


Curtis Lumber Co a2 Mack Trucks W 1 Products C 
(nw iM cLa 0 


Macklanburg-Duncan Co 
Mall Tool Co, 


Marsh Wall Products, Inc Yale & Towne Mfg 
Durham Co., Donald 7 Sub. of Masonite Corp i Yale & Towne Mfe 


Dodge Div. of Chrysler C% 








++. ADDS PRIVACY 


UTE MUS RET Te ||| TO URBAN Homes 
PINE AGENCY, INC. MMi eecorcnoores 


| etc. Contains small animals. Attrac- 
1 MONTGOMERY ST | tive background for plantings. 


SAN FRANCISCO, CALIFORNIA 


w& SUGAR PINE PONDEROSA PINE + 
w& WHITE FIR % 


Y TO ASSEMBLE - Dowel 
Comneruction. Stringers ge 
. f ’ ings 
Send us your Kiln Dried Douglas and or ae Coder Shipped 

° . | | ‘ ft. assembled 
specifications White Fir Mouldings ; 3 &. D t/as tor catalog giv- 


ing heights, etc 

















classified 
advertising ... 
wm the eutitt: silineniis Sie a Cosh in on DO-IT-YOURSELF with 


you're looking for. Check the classified pages each 


and every issue—you'll find column after column | FANCY MOULDINGS and ORNAMENTS 


offering real bus 28 OPPO } 2s 

“——s seen PROTCUN TEN We offer a complete line of the fancy mouldings and 
and it’s a sure way of disposing of used equip- ornaments the “do-it-yourself” trade is clamoring for. 
ment or it can help you to find somectent sevesae Your customers want to add the decorator” touch 
nel or a choice business for sale! Every other to their own furniture, shelves, etc, 


Monday copies reach some 30,000 interested per- 

sons in American Lumberman’s nationwide distri 

bution. Check the ec assified pages for rates in thie Write for 

tear Wlystrated Catalog L-1 Oo Ildings 
t K imc, 


192 LEXINGTON AVENUE, NEW YORK 16, NLY 











BUILDING PropuCcTS MERCHANDISER (For more data on advertised products fill in the coupon on page 86) 








Ccme : 


LUMBER COMPANY 


THILCO PAPERS INCLUDE: — 
WRAP-DRI Waterproof papers 
THILCO-TUF Stainproof papers 
VAPOTITE moisture-vapor barriers 


POLY-COATED 
and special treated papers 


MG and MF natural & colored krafts 
GLASSINE and Greaseproof papers 
SPECIALTY Bags and liners 
















Tell us your 
problem — 
Write for 
free sample 
kit of 

PRINT 
DECORATED 
Thilco 
Functional 
papers, 
today 





IDENTITY... 





at very little extra cost | 


No matter what your product — there's a 
Thilco paper that will wrap it best. But 

that’s not all. These papers can be PRINT- 
DECORATED for immediate identification 
and powerful sales impact. 

ADVANTAGES FAR OUTWEIGH COSTS — Thilco 
DECORATED papers actually cost but a 
fraction more than plain papers, yet, work 
twice as hard for you! They advertise your 
brand name to vast new audiences, enhance 
company prestige, provide easier inventory 
control and when printed with use or assembly 
instructions, content analysis, etc. you save 
considerably by eliminating need for costly 
inserts, and other printed pieces. 

SIZE 1S NO PROBLEM — Most Thilco papers are 
made in widths up to 10’ wide without lap or 
seam (an important protective factor in itself) 
Nearly all of them can be over-all PRINT- 
DECORATED — not just “spot” printed. 

LET THILCO HELP YOU — Send us your wrapper 
requirements. Our “Paper Imagineers” will 
study them carefully, then send you closely 
aligned samples and suggestions. 


Functional Fafters FOR PROTECTION TWAT CouNwTS! 





NEW YORK @ CHICAGO 
CINCINNATI 
DETROIT © MINNEAPOLIS 











NEW EQUIPMENT 


(begins on page 86) 





Folding Banquet Table 


A de luxe folding banquet table, 
consisting of plastic plywood top with 
wood grain design and chrome legs, is 
announced. It is said to require no 
table cloths, is unharmed by acids, legs 
fold under for easy folding, stacking 
and small space storage, has water- 
proof finish and gliders on legs of table 
protect floors. The table also makes a 
good special display counter, says the 
manufacturer. Webb Manufacturing 
Co., Dept. AL, 211 E. Main Road, Con- 
neaut, Ohio. 


For more data circle No. 41 on coupon, p. 86 


Three Paint Mixers 


Three paint mixers, subject to the 
most rigid inspection tests and ma- 
chined to closest tolerances, are avail- 
able. They include the five gallon 
model HB-8, counter model HB-7 and 
single cradle HB-6. Best, says the 
manufacturer, for color mixing, re- 
newing old paint and keeping new 
paint fresh, in less time. A specially 
designed accessory, an electric timer, 
is also available for the HB-6 and 
HB-7. Harbil Manufacturing Co., 
Dept. AL, 325 West Ohio St., Chicago 
10, Ill. 


For more data circle No. 42 on coupon, p. 86 


Seventy-Seven Colors 


Homeowners who want a flat finish 
for house exteriors now can have a 
choice of 77 colors ranging from deep 
tones to bright pastels. Originally de- 
veloped for use on exterior rough lum- 
ber, shakes and wood shingles, Shake 
Paint, after extensive tests, proved 
equally well suited for providing a 
flat finish on wood siding. To expand 
the decorating possibilities for flat fin- 
ishes, the manufacturer matched 75 
colors of its Shake Paint line with its 
Colorsol masonry line. Trim and ac- 
cent colors now can be extended to 
masonry areas. Martin-Senour Co., 
Dept. AL, 2520 Quarry St., Chicago, 
Ill. 
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American Lumberman 
At the Exposition 


Our editors will be available at two 
booths during the exposition. We’ll 
be happy to see you at: 


Booth 373: American Lumberman’s 
own booth. Jim Lindenberger our new 
architectural consultant will be avail- 
able for discussions with retailers in- 
terested in building new showrooms. 


Booth 379: In this space we will pre- 
sent the “Showroom Idea Center.” 
Fourteen manufacturers have built 
American Lumberman’s new fixtures 
and they will show how to display 
effectively their products. There will 
be lots of “take-home” ideas you can 
use in your yard. 
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for longer-lasting 
installations 


These new CF&I Nails make gypsum board installations 

last longer and stay tighter; yet these nails are quicker and 
pPOUAR THREADS Le easier to use than the old types. 

—— —> 








Recommended by the Gypsum Association, these nails 

offer new, fully-proved concepts in gypsum board nails. 
They can be driven faster because they are shorter, 

Yet their ring shank gives them greater holding power than 
the longer cement-coated nails which have previously 

been used for this purpose. 


What's more, the large head is slightly countersunk and 
tapered to minimize breaking the wallboard’s surface. 
These features also provide a surface that's easier to 
decorate and assure maximum strength to hold the board 
against the framing. 


MEDIUM 
DIAMOND POINT 





See your necrest CF&I Representative for the full story 
on improved CF&! Gypsum Board Nails. 





Don't forget! CF&\ offers many of its popular sizes and types of nails in 
handy 5-pound boxes as well as standard 100-pound containers. This 
enables you to stock what you need in the quantities you need.. . 
frees valuable floor space ... eliminates weighing and measuring .. . 
and makes inventory and re-ordering much easier. Be sure to ask your 
CF&I Representative about this modern way to stock nails. 


THE COLORADO FUEL AND IRON CORPORATION 


DENVER ° OAKLAND 


Albuquerque « Amarillo « Billings « Boise « Butte » Casper « Denver « El Paso « Ft. Worth « Houston e« Lincoln (Neb.) 
Los Angeles « Oakland « Oklahoma City « Phoenix « Portland « Pueblo « Salt Lake City « San Francisco 


Seottie «+ Spokane « Wichita « CANADIAN REPRESENTATIVES AT: Calgary « Edmonton « Vancouver 














Take the line of least resistance 


LUMITE 


SARAN SCREEN CLOTH 
Longest lasting screen cloth in the low-price bracket... 
an established favorite at 


$6.75, (per 100 sq. ft.) from your wholesaler 


CHICOPEE MILLS, Inc., Lumite Division, 47 Worth Street, New York 13, NLY. 





"Slightly higher West of the Rockies 





